FreNATIONA 


UNDE RWRITE 


Lise Inswrance Edition. 


Here are 17 of the reasons 


why New England Mutual 


is called “the insurance mans 





life insurance company” 





1. wide VARIETY of contracts available to meet any 
personal, business or pension need from age 0 to 70. 


2. FIRST-YEAR DIVIDEND. It’s not contingent upon pay- 
ment of second premium. May be taken in cash or 
applied against first quarterly premium of second year. 


3. EARLY CASH VALUES. Many policies have first-year 
cash values. Income contracts, issued at older ages, 
have cash values as early as three months after issue. 


4. LIBERAL CHANGE PRIVILEGE. Conversion to higher 
premium plan requires only the payment of differences 
in reserves. Conversion to lower premium plan guar- 
anteed if insurable. 


5. LIBERAL REINSTATEMENT within 7 years after 
lapse—and without medical examination within 31 
days after usual 31-day grace period. 


6. AUTOMATIC PREMIUM LOAN provision available upon 
written request of insured. 


7. AUTOMATIC PAYMENT, by accumulated dividends, 
of premiums unpaid at end of grace period. 


8. PROMPT CLAIM PAYMENT—and 2% interest paid on 
proceeds from date of death to date of payment. 


m NEW ENGLAND 


9. FLEXIBLE SETTLEMENT AGREEMENTS written, in- 
cluding right to leave proceeds at interest, with full 
or partial withdrawal rights. Six options included in 
contract. 


10. ALL INCOME OPTIONS available on surrender 
whenever $1000 has been accumulated in cash values 
and dividend deposits. 


11. LIFE ANNUITY OPTIONS include cash refund and 
many other single life options, plus joint and two- 
thirds survivorship. 


12. PROOF OF DEATH requirement one of the sim- 
plest in the business. 


13. DOUBLE INDEMNITY coverage to age 70—not 
voided by any disability claim. 


14. CONVERTIBLE TERM—five- and ten-year term re- 
newable for successive periods without examination. 


15. UNPAID PREMIUM BALANCE not deducted at death. 


16. LOWEST INTEREST CHARGE in the business for 
quarterly and semi-annual premium payments. 


17. STRONG FINANCIAL POSITION of company, and an 
outstanding record of earnings reinforcing its liberal 
dividend policy. 


MUTUAL 


Life Insurance Company of Boston 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—1835 
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“Ahem!” 


Bankerslifemen Are Alert to 
Any Life Insurance Need 


You most probably will not find the typical Bankers/ifeman waiting 
until the pictured situation arises to detect an interest in and need for 


retirement planning. 


Bankerslifemen are taught from their earliest days in their agency 
offices how to seek out people with insurance needs . . . how to help 
those people answer those needs. Their carefully supervised experience 
in the field and thorough home office schooling add to that knowledge 


and ability. 


This very ability to help people recognize their life insurance needs 
makes the typical Bankers/ifeman the kind of life underwriter you like 


to know as a friend, fellow worker or competitor. 


BANKERS LY COMPANY 


DES MOINES, IOWA 








celebrating 


25 Years of service! 


with life insurance in force exceeding 


$505,000,000.00 


PLUS: One of the most advanced 
agent’s training programs in the 
nation .. Supervised offices.. 
Trained Group men to assist 
agents... An alert Underwriting 
and home office staff . . Top com- 
missions . . Company outings .. 
App-A-Week clubs and agent 
contests . . . the finest insur- 
ance plans. 


REPUBLIC NATIONAL 


LIFE INSURANCE COMPANY 







Theo. P. Beasley, President Home Office, Dallas 



































Just What the Client Ordered! 






Are You 
Ready? 


We Need 

GENERAL 

AGENTS in 
TEXAS @ ARKANSAS 


How many times has a prospective client said to you . . 

“Why doesn’t your company come out with one policy to 

cover all my sickness and accident requirements?” 

NOW Illinois Mutual Casualty Company 
has a completely different 


ALL-IN-ONE POLICY 
Covering: © Lifetime benefits for total disability—accident © Five-year benefits 
for total disability—sickness, regardless of house ent © Hospitalization 
* Surgical benefits © Blanket medical expense (accident) © Travel accidents © Acci- 
dental death - - - A COMPLETE package of protection. 





Add this most salable policy to your sales portfolio. Territories open in: 
IMineis, Indiana, Ohio, Michigan, Minnesota, Missouri, and Wisconsin. 


Illinois Mutual Casualty Co. 


(non-assessable ) 

HOME OFFICE: 411 LIBERTY ST., PEORIA, ILL. 

E A. MecCORD c. C. INMAN 
President Exectuive Vice-President 













MISSOURI @ COLORADO 
FLORIDA @ NEW MEXICO 
ARIZONA @ WASHINGTON 
| WYOMING 












LIFE INSURANCE COMPANY 
S OF AMERICA 





WILLIAM E. NETTLE, president 














THE NATIONAL UNDERWRITER Life 
year, No. 5, Friday, January 29, 1954. 
June 9, 1900, at the post office at Chicago, Ill., under the 





Insurance Edition. Published weekly by the National 
$7 per year (3 years, $18); Canada, 


$8 


Act of March 3, 








Underwriter 
a year (3 years, $21); Foreign, $8.50 per year (3 years, $22.50). 30 cents per copy. Entered as 


Company, Office of Publication, 175 W. Jackson Blvd., Chicago, Ill., U.S. 


Our New 
HOME 
OFFICE 
Building 
_ 









Harwood at 
Bryan Sts. 
@ 


Dallas, 
Texas 


class 


W. A. (BILL) LEWIS, agency director 








A. 58th 
matter 








‘or 
—= 
58th 
tter 











/fe NATIONAL UNDERWRITER 


The National Weekly Newspaper of Life Insurance 


— 


LS. Gives Up in 
Qates Case, Ends 
GA's Tax Plight 


Decision Also Seen as 
Landmark in All Types of 
Deferred Payment Contracts 














WASHINGTON—The solicitor-gen- 
eral has’ decided not to appeal from 
the U. S. seventh circuit court of ap- 
peals a unanimous decision upholding 
the tax court’s ruling in the Oates 
case. This decision removes the last 
possible road-block from a type of ar- 
rangement that will. mean very sub- 
stantial income tax savings on post- 
mortem and post-retirement renewal 
commissions of general agents, and, in 
many situations, of personal producers 
as well. 

The plan, entered into by James F. 
Oates, partner in the former Hobart 
& Oates agency of Northwestern Mu- 
tual Life at Chicago, provided that re- 
newal commissions accruing to Mr. 
Oates after his retirement would not 
be paid as renewal premiums were re- 
ceived from policyholders, but that an 
agreed ameunt would be paid each 
year to him or his estate for the en- 
suing 15 years and that at the end of 
that period the company would pay 
whatever was still owing. This pro- 
cedure avoids subjecting the high in- 
come of the early years to the ex- 
tremely heavy tax rates. 

o _ a 

The ‘final outcome has been awaited 
with keen interest not only by North- 
western Mutual general agents but by 
general agents of many other com- 
panies as well. Generally speaking, 
the more a general agent is an inde- 
pendent entrepreneur and the less his 
situation partakes of that of a salaried 
manager, the more he stands to benefit 
by the right to level out the renewals 
that will come to him after he is no 
longer a general agent. 

When the circuit court of appeals 
late last year unanimously upheld the 
unanimous decision of the tax court, 
general agents permitted themselves 
a qualified sigh of relief, for it seemed 
as if the case were so strong that even 
if the solicitor-general decided to ask 
the Supreme Court for certiorari the 
Supreme Court either would refuse to 
take the case or if it did, would decide 
in Mr. Oates’ favor. There was, of 
course, the hope that the solicitor- 
general would decide he had a lost 
cause on his hands and carry the mat- 
ter no further. His decision to do just 
that spares hundreds of general agents 
months of uncertainty. 

Implications of a favorable decision 
were discussed at some length in THE 
NATIONAL UNDERWRITER for Nov. 20, 
1953. 

The Oates case: has been closely fol- 
lowed not only by those with the prob- 
lem of income taxes on renewal com- 
missions paid after death or retire- 
ment but by nearly everyone interest- 
ed in the promotion of deferred com- 
pensation contracts. The Treasury has 

leery of committing itself on 








FIRST CANDIDATE 


Wis. Groups Back 
A. J. Nussbaum for 
NALU Secretary 


A. Jack Nussbaum, Massachusetts 
Mutual Life agent at Milwaukee who 
is serving his four- 
th term as a trus- 
tee of National 
Assn. of Life Un- 
derwriters, has be- 
come the first can- 
didate for election 
as NALU secretary 
at the next annual 
convention. His 
candidacy has been 
formally filed with 
the nominating 
committee. 

The Wisconsin 
and all the state’s local associations 
have endorsed Mr. Nussbaum. He has 
served in every elective office in both 
the Wisconsin and Milwaukee associ- 
ations, and currently is  secretary- 
treasurer of Massachusetts Mutual 
Life’s Agents Assn. He also serves as 
a faculty adviser for the Purdue insur- 
ance marketing institute. 

An extremely popular speaker at 
agents’ meetings, Mr. Nussbaum has 
addressed gatherings in nearly every 
part of the country. His speaking sched- 
ule this year already is a full one and 
will take him to a large number of 
cities. 

He started in the business at Mil- 
waukee in 1929 and has been with Mas- 
sachusetts Mutual ever since. He is a 
life member of the Million Dollar 
Round Table. 








A. Jack Nussbaum 








whether the assumed tax advantages 
in these contracts were valid and the 
outcome of the Oates case has been 
widely regarded as having an im- 
portant bearing on deferred pay plans 
generally. However, the solicitor- 
general’s decision not to carry the 
Oates case any further may well im- 
pair its value as a precedent for defer- 
red compensation not involving life 
insurance renewals, since the Treasury 
might try to distinguish between the 
Oates case and deferred compensation 
plans involving salaried executives. On 
the other hand, there is some specula- 
tion as to whether the decision not 
to appeal the Oates case may not mean 
that the Treasury is ready to give up 
the cagey. attitude toward approving 
deferred pay plans. 











A.J. McAndless 
Dies; President of 
Lincoln National 


A. J. McAndless, 63, president of 
Lincoln National Life, died at Baptist 
hospital in New 
Orleans. He. had 
gone there to ad- 
dress two sales 
meetings of com- 
pany agents. Death 
was attributed to 
coronary thrombo- 
sis. He suffered a 
heart attack while 
playing golf. Fu- 
neral services 
were held at Fort 
Wayne Thursday 
afternoon. 

Mr. McAndless had been president 
of Lincoln National since 1939 and 
with the company since 1919. 

Recognized as one of the truly out- 
standing leaders in the life insurance 
business, Mr. McAndless, though a 
strongly loyal company man, was ever 
ready to lend his full efforts in solving 
problems common to the industry. He 
was an assiduous worker on top-level 
inter-company and trade association 
committees. He was a_ sought-after 
speaker at insurance gatherings, and 
the various articles on topical insur- 
ance matters he contributed to publi- 
cations were valued and read with 
interest. 

Mr. McAndless was president of 
American Life Convention in 1942. A 
fellow of Society of Actuaries, he long 
was active in actuarial affairs and was 
a past president of American Institute 
of Actuaries. Among his important 
committee services was chairmanship 
of the joint ALC-LIA committee on 
federal income taxation of life com- 
panies. 

A Phi Beta Kappa graduate of the 
University of Michigan, Mr. McAnd- 
less got his first insurance experience 
with Grange Life of Lansing and then 
for two years served as actuary for 
Detroit Life. He started with Lincoln 
National in underwriting work, was 
elected assistant secretary in 1921, 
secretary in 1926, vice-president in 
1930, and executive vice-president in 
1936. He had been a director since 
1924. 

Besides being president of a leading 
life company and serving on the ALC- 

(CONTINUED ON PAGE 19) 





A. J. McAndless 








Late News Bulletins... 








]. Howard Oden Dies of Heart Ailment 


NEW YORK—J. Howard Oden, 62, president of. North American Reassur- 
ance since 1948, died of a heart attack while attending the Scarsdale Golf 
Club’s annual dinner. Mr. Oden, a Texan, was with Southwestern Life and 
Southland Life as an agency executive before joining North American Reas- 
surance in 1926. Before becoming president he did a great amount of traveling 
to promote the company’s business and there were few home offices that he had 
not visited. Insurance executives liked him for his genial personality and re- 
spected his business judgment. He was often .asked.for counsel not only on 
reinsurance problems but in the entire gamut of company matters. 


(Additional Late News on Page 20) 
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Hogg Named Senior 
Vice-President of 
Equitable Society 


Resigns ALC Position; 
Will Assume New Duties 
in New York April 1 


NEW YORK—Robert L. Hogg has 
resigned as executive vice-president 
of the American Life Convention to 
become senior vice-president and ad- 
visory counsel of Equitable Society. 
He will assume his new duties April 1. 

Mr. Hogg joined the Assn. of Life 
Insurance Presidents, predecessor of 
Life Insurance Assn. of America, in 
1935 after having served in Congress 
as a representative from West Virgin- 
ia. Before that he was prosecuting at- 
torney of Mason county, W. Va., and 
then was a state senator. In the Life 
Presidents’ Assn. Mr. Hogg played a 
prominent role in connection with the 
enactment of important life insurance 
legislation in New York state. He also 
served in an advisory capacity in test 
litigation in life insurance, including 
numerous suits to 
determine the tax- 
ability of annuity 
considerations un- 
der state premium 
tax acts. 

In 1944 Mr. Hogg 
resigned as associ- 
ate general counsel 
to become manag- 
er and general 
counsel of the 
ALC. He later be- 
came its executive 
vice-president and 
general counsel. Following the U.S. Su- 
preme Court decision establishing the 
interstate commerce status of insurance 
business conducted across the state 
lines, Mr. Hogg was active in the work 
of the all-industry committee of the 
insurance business in connection with 
the enactment of the McCarran act of 
1945, known as public law 15, which 
assured to the states the supervision 
and taxation of insurance companies. 

In 1952 Mr. Hogg attended the Inter- 
national Labor Organization conference 
in Geneva as an observer for the ALC 
in connection with consideration of the 
international covenant providing mini- 
mum standards of social security. 

In 1950, with the opening of an ALC 
office in Washington, Mr. Hogg moved 
from Chicago to that city, where he 
now resides and from where he has 
continued to have over-all supervision 
of ALC operations. 

Mr. Hogg has written numerous ar- 
ticles and papers on legal and insur- 
ance subjects and is a co-author of 
Hogg’s Pleading and Forms, Fourth 
Edition, a work prepared for West 
Virginia practice. He is also one of the 
authors of a legal volume recently off 
the press, The Insurance Contract. 

Mr. Hogg graduated from the Uni- 
versity of West Virginia with academic 
and law degrees. With the exception 
of military service in the first world 

(CONTINUED ON PAGE 19) 
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Columbian National farly Reports from Company Statements 
Bear Out 1953 as Banner Insurance Year 


Control Declared 
to Be Not for Sale 


BOSTON—President Julian D. An- 
thony of Columbian National Life has 
issued a statement which says that 
“because of stories and rumors which 
have come to my attention, I have been 
in contact with the largest stockhold- 
ers owning a majority of the stock of 
the company. They state that they are 
pleased with the great success the com- 
pany has achieved and that they have 
not authorized anyone to offer the 
stock they own for sale. For the most 
part these blocks represent holdings 
of a great many years and stockholders 
who have been active participants in 
bringing the company to its present po- 
sition.” 

The statement also said that prelim- 
inary reports being prepared indicate 
that the company “had a_ successful 
year in 1953” and that the final figures 
of the year’s results will be available at 
the annual stockholders’ meeting late 
in February and will be released at 
that time. 


BASIS OF REPORTS 

NEW YORK—Rumors about control 
of Columbian National Life being up 
for sale appear to have originated in 
the sale last November of Roger W. 
Babson’s holding to William Less, New 
York City investment man, who was 
recently elected a Columbian National 
director. However, these shares amount 
to less than 10% of the company’s 
stock and there are two other stock- 
holders with larger holdings. 


Eisenhower Plan, FTC 
Probe to Be Discussed 


H&A Underwriters Conference at its 
hospital-medical meeting in Chicago 
Feb. 8-10 will apprise the members 
of the latest developments as to Pres- 
ident Eisenhower’s reinsurance plan 
and the investigation being conducted 
by federal trade commission. 

H. Lewis Rietz, Lincoln National 
Life, conference president, will com- 
ment on the administration’s reinsur- 
ance plan. John P. Hanna, conference 
managing director, will discuss the 
FTC investigation. Mr. Rietz is one of 
the insurance executives who has been 
asked by Mrs. Oveta Hobby, secretary 
of health, education and welfare, to 
draft the reinsurance iegislation. 

Mr. Hanna was one of the industry 
representatives attending a briefing 
session in Mrs. Hobby’s office when 
the program was announced, and he 
has reported the government is inter- 
ested in extending more voluntary in- 
surance to older persons. The admin- 
istration attaches a high priority to its 
reinsurance program, and this leaves 
the insurance business in the immedi- 
ate future free to work out a system for 
covering the old age group. 








Clark to Mutual Benefit 


Lee Clark will become general agent 
at Harrisburg for Mutual Benefit Life 
Feb. 1. He has been with Bankers Life 
of Iowa since 1938 and as its manager 
at Harrisburg since 1947. He is presi- 
dent of the Harrisburg Life Under- 
writers Assn. and past president of the 
Harrisburg General Agents & Manag- 
ers Assn. 


Citizens L.& C. Reinsured 


The California department has ap- 
proved a reinsurance proposal under 
which Beneficial Standard Life of Los 


CONNECTICUT MUTUAL 

Total benefit payments of Connect- 
icut Mutual last year amounted to 
$82,207,859, a company record for a 
single year. One of the significant facts 
brought out by the report is that it 
takes the entire interest earnings on 
$100 million of the company’s $1,012,- 
849,558 assets to pay state and federal 
taxes, which last year amounted to 
$3,813,839. New insurance amounted 
to $327,943,466. Insurance in force in- 
creased $207,559,566 during the year 
to $2,655,263,707. 

Total income was $159,939,531, of 
which 56.7% was premiums; 24.6% 
was earnings on investments. The bal- 
ance, 18.7%, consists of policy pro- 
ceeds, dividends and other funds left 
with the company at interest. 

The net rate of return on invested 
assets, after deduction of all invest- 
ment expense and federal income tax- 
es, was 3.58% as against 3.54% in 
1952. 

Net earnings from insurance oper- 
ations amounted to $24,643,798. This 
amount less dividends to policyholders 
of $17,400,000, together with the net 
investment gains of the year of $930,- 
506, was allocated to special reserves 
and unassigned funds as follows: add- 
ed to market fluctuation and invest- 
ment contingency reserve, $1,786,692; 
added to security valuation reserve, 
$2,408,375; added to surplus (unas- 
signed funds), $3,979,237; total $8,174,- 
304. 


CROWN LIFE 


For the first time, applications to 


Crown Life for new policies exceeded 
$200 million. Insurance in force in- 
creased to $1,123,000,000. A&H prem- 
ium income exceeded $1 million, more 
than double the 1952 figure. 

Assets increased from $164,125,378 
to $181,676,122. Average gross rate of 
interest realized on investments was 
4.42%, compared with 4.25%. In Can- 
ada alone, the rate was 4.82%; in the 
United States, 3.90%; and in other 
countries combined, 3.68%. Capital 
and surplus totalled $12,781,598, up 
from $10,160,068. 

Benefit payments exceeded $14 mil- 
lion, two-thirds of that amount going 
to living policyholders. 


PROVIDENT LIFE, N. D. 

New insurance paid-for of Provi- 
dent Life of North Dakota in 1953 
amounted to $16,794,295, up from $15,- 
812,528. Insurance in force increased 
from $126,181,625 to $134,546,061. As- 
sets reached $28,315,829, a gain of $2,- 
858,224. Capital and surplus of $2,078,- 
993 is higher by $177,979. 


WESTERN & SOUTHERN LIFE 

Increases of $48,667,877 in assets, 
and $174,124,970 in insurance in force 
were registered by Western & South- 
ern Life in 1953. The figures now are 
$556,161,536 for assets and $2,693,504,- 
976 for insurance in force. The com- 
pany has $39,609,192 surplus and car- 
ries a $1,069,210 security valuation re- 
serve, $6,150,000 contingency reserve, 
and $3,250,000 policy valuation re- 
serve. 








Angeles is taking over the business of 
Citizens Life & Casualty. Citizens’ 
assets became impaired when Citizens 
General was declared insolvent by: the 
California department. The latter 
company was a wholly owned affiliate 
of Citizens Life & Casualty. At the 
end of 1952, Citizens had $2,414,361 of 
insurance in force. 

Citizens has ceased to operate. Bene- 
ficial Standard will assume all its 
business and collect premiums on out- 
standing policies, retaining 25% as its 
compensation. From the remaining 
75% it will pay agents’ commissions, 
cost of any litigation, taxes and losses. 
Any balance remaining or any defi- 
ciencies will be charged to the ceding 
company. 


May Up New World Capital 


New World Life of Seattle will hold 
a directors’ meeting Feb. 9 to con- 
sider a proposal to increase capital 
from $1,134,500 to $2 million. The di- 
rectors also will consider a proposal 
that the company enter the A.&H. 
field. 

Early last year Farmers group of Los 
Angeles bought about 60,000 of New 
World’s 113,450 outstanding $10 par 
value shares at a price of $34. The 
bid price for the stock Tuesday was 
$33 per share, up considerably from 
its level of a few months ago. 








Prather Buffalo Speaker 


O. E. Prather, director of the eastern 
division sales training school of Mutual 
Benefit H. & A., will address the Feb. 
1 meeting of Western New York A. & 
H. Assn. at Buffalo. 





Jefferson Standard School 

Jefferson Standard’s career school 
for 55 agents will be held Feb. 1-6 at 
the home office and will cover busi- 
ness insurance, programming, taxation 
and other specialized subjects. 


State Life, Indiana, 


Ups Nicholson, Sullivan 

State Life of Indianapolis has 
named Meredith Nicholson, Jr., vice- 
president and a director and William 
J. Sullivan actuary. 

After several years experience with 
a general insurance agency, Mr. Nich- 
olson went with the Indiana depart- 
ment, serving seven years as field ex- 
aminer and five as chief examiner. He 
went with State Life in 1945, later be- 
coming assistant vice-president. 

Mr. Sullivan, a fellow of Society of 
Actuaries, started with the company 
as actuarial clerk in 1946 and was pro- 
moted to associate actuary in 1950. He 
is an air force veteran. 





Lohm to Manhattan Life 


Manhattan Life has appointed Fred- 
erick W. Lohm as 
superintendent of 
agencies, eastern 
division. He has 
been with Home 
Life of New York 
18 years, most re- 
cently as head of 
the training de- 
partment. He trav- 
eled as a field as- 
sistant for four 
years and served 
as assistant man- 
ager in Newark, 
Paterson and Phil- 
adelphia. 





Frederick W. Lohm 





N. W. Nat'l Adds Two Directors 
Northwestern National Life has 
elected Thomas M. Crosby, manager 
of mill feed sales for General Mills, 
and Robert Faegre, executive vice- 
president of Minnesota & Ontario Pa- 
per Co., to the board. This increases 
the number of company directors to 17. 


‘53 Sales Top $40 
Billion, Including 
Creditor Coverages 


During 1953 sales of life insurance 
in the United States exceeded $40 bil- 
lion for the first time, according to 
LIAMA. 


The preliminary total of the year’s | 


sales, including all credit life insur. 
ance business, shows a figure of $40.) 
billion, compared with $34,439,000,000 
in 1952 and $29,450,000000 in 1951. 

Reporting December and 12-month 
sales figures exclusive of credit pol- 
icies, as these monthly reports are car. 
ried regularly, LIAMA said that De- 
cember sales were up 9%. The 12- 
month total was up 15%. 

In December, total sales on this basis 
were $3,767,000,000. For the 12 months, 
the total was $36,400,000,000. December 
sales of ordinary were $2.2 billion up 
12%. Group was $1,090,000,000, up 
4%. Industrial was $477 million, up 
6%. 

For the year, sales or ordinary were 
$23.4 billion, up 15%, group $6.6 bil- 
lion, up 26%, and industrial $6.4 bil- 
lion, up 7%. 


Robert K. Ryan 
Elected President of 
Peoples Life, Ind. 


Robert K. Ryan, formerly vice-pres- 
ident and general counsel of Peoples 
Life of Indiana, has been elected pres- 
ident, succeeding the late Arthur Lou- 
ette, and will retain his post as general 
counsel. 

Mr. Ryan was named assistant ge:- 
eral counsel of the company in 1939 
and in 1941 was named general coun- 
sel and a director. He was elevated to 
vice-president in 1951. He heads the 
Frankfort, Ind. law firm of Ryan & 
Ryan. 


MDRT Men Misidentified 


In the text preceding the listing of 
the first group of Million Dollar Round 
Table qualifiers, Lisle Spencer should 
have been shown as being with Equita- 
ble Society, not Equitable of Iowa. Ja- 
cob W. Shoul is with Mutual Life at 
Boston, not Massachusetts Mutual, and 
David Marks, Jr., is with New England 
Mutual at New York, not with Massa- 
chusetts Mutual at Atlanta. 





American, Ala., Ups Dividend 

American Life of Alabama is paying 
an annual stock dividend of 75 cents 
per share, representing an increase of 
25 cents. 





To Detail Talks 
at N. Y. CLU Meet 


The estate planners conference 
staged by New York CLU chapter 
was a highly successful gathering at 
which legal, tax and practical diffi- 
culties of the business interest in es- 
tate planning were discussed. Sam- 
uel L. Zeigen, general agent of 
Provident Mutual at New York, 
moderated a panel comprised of Ab- 
raham S. Guterman, New York at- 
torney; William McKinley, vice- 
president of Bankers Trust Co. at 
New York, and David Zack, a New 
York CPA and attorney. 

Summaries of the various presen- 
tations will appear in next week’s 
issue. 
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| Clamp Interest Tax 
‘on Option Proceeds 


Over First $50,000 


Dependents of Deceased 
Employes Face $5,000 
| Limit on Gross Benefits 


WASHINGTON—The House ways 
and means committee has agreed on 
\, provision to limit the income-tax- 
free status of the interest element in 
installment payments of life insurance 
proceeds to the first $50,000 of pro- 
ceeds. The interest element would be 
subject to tax only on the portion in 
excess of $50,000. Lump sum payments 

would not be taxable, no matter what 
the amount. 

The committee decided that the 
payment of the income-tax-free ben- 
efit of $5,000 by employers to de- 
pendents of deceased employes should 
be limited to $5,000 per employe. 

_ * e 

Under the present law there can be 
as many $5,000 benefits as an employe 
‘has employers. The committee would 
also change the present law so the 
tax-free status would no longer de- 
|pend on an agreement made in ad- 
| yance of death. Absence of this re- 
|quirement would probably make it 
somewhat more difficult to get em- 
ployers to fund such an arrangement 
through life insurance, since there 
would not be the same inducement to 
set up a formal plan before the em- 
| ploye’s death. 

The committee would also clarify the 
‘existing law by a statement that the 
exclusion is not available where the 
employe has a nonforfeitable right to 
the benefits before death. The commit- 
tee would adopt a provision coordinat- 
ing the $5,000 death benefit exclusion 
with its proposed new annuity rule by 
adding $5,000 to the employe’s “consid- 
eration” which will be recovered tax 
free, in the case of annuities or pen- 
sions payable to the deceased em- 
ploye’s beneficiaries. 

e eS e 

Earlier the committee agreed to 
back the “life expectancy” rule for 
taxing income from annuities, which 
would replace the present “3%” rule. 
The change has long been urged by the 
companies and agents organizations. 
The annuitant’s life expectancy when 
he started receiving income would be 
divided into what he paid for the an- 
nuity and he would be allowed that 
much exemption each year, the re- 
a income each year being tax- 
able. 

An employe annuity, however, 
would not be taxed under this rule if 
amounts to be received in the first 
three years would equal or exceed his 
cost for the annuity. In such cases 
all the income would be excluded until 
the exclusions equal his cost and after 
that the entire payment would be tax- 
able. For non-contributory annuities 
there would be no exclusion. 

The committee also voted to ex- 
empt from taxation only the first $100 
a week of sick benefits paid to em- 
ployes, one purpose being to stop tax 
exemption of high payments to busi- 
hess executives who take a rest cure 
and regard their salaries as tax-free 
sick benefits. 
| The $100 a week limitation would 
also apply to benefits from state funds 

which the employer has contrib- 











uted.or through a fund set up by the 
employer. 

“While the courts have held the in- 
surance benefits and state fund bene- 
fits to be non-taxable, the tax status 
of employer fund benefits is not clear,” 
the committee stated. “The committee 
decided to clarify the tax status of 
these health and accident benefits by 
providing a uniform set of rules for 
all three of these types of benefits.” 

These rules would make it neces- 
sary for plans to meet substantially 
the same qualifications as approved 
pension plans under section 165A of 
the code, notably with respect to non- 
discriminatory distinction. 

The committee approved a provision 
that would exclude from the employe’s 
income contributions by employers to 
health or accident plans. There is no 
comparable provision in the present 
code. 





Companion’s New Policy 


Companion Life has announced its 
“20-20 plan,” which provides premium 
paying for only 20 years, and if the in- 
sured is then living all premium de- 
posits are returned. During the 20-year 
premium paying period protection is 
provided for the full original face 
amount of insurance. At issue ages of 
43 and over, the cash value will ex- 
ceed the original face amount as the 
policy approaches the 20th year, hence 
the contract provides that the death 
benefit is the original face amount or 
the cash value, whichever is the great- 
er. After 20 years of deposits have 
been made, the insured may select 
paid-up increased protection for life 
without evidence of insurability or he 
may select a paid-up policy for the 
original amount plus cash. The paid-up 
increased policy is the automatic op- 
tion if cash or paid-up plus cash op- 
tions are not selected. 


Use of Personal Health Services and 
the Extent and Effects of Insurance 


NEW YORK—Health Information 
Foundation has published the results 
of its survey of medical costs and vol- 
untary health insurance, the first na- 
tional survey in 20 years in this field. 

It shows that consumer expenditures 
for personal health services in the U. S. 
July 1953 through June 1953 were 
$10,200,000,000. This includes dental 
services, medicines, etc., as well as 
hospitals and physicians. It also re- 
veals: 

That 58% of the population, or 87,- 
500,000 people have some type - of 
health insurance. 

That 57% of the population, or 87,- 
400,000, are covered by some type of 
hospital insurance. 

That 48%, or 74,500,000, have some 
surgical or medical insurance. 

That the costs incurred are $2 bil- 
lion for hospitals, $3.8 billion for phy- 
sicians, $1.6 billion for dentists, $1.5 
billion for medicine and $1.3 billion for 
“other”. Half the hospital costs were 
covered by insurance benefits, 13% of 
physicians’ costs, 1% of other costs, 
and less than $50 million each of the 
dentists’ and medicine costs. Only 15% 
of the total charge for personal health 
services is covered by insurance. 

That 15% of the families, or 6,500,- 
000, are in debt to hospitals, physicians, 
dentists and other suppliers of medical 
goods and services to the tune of $900 
million, and families owe financial in- 
stitutions and individuals $200 million 
for charges arising from _ personal 
health services—grand debt total, $1,- 
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100,000,000. 

The conclusions of the survey are 
based on facts gathered in a house to 
house canvas of 2,809 families repre- 
senting a validated sample of the na- 
tional population. It is the first coun- 
trywide survey of its kind since the 
series of studies conducted by the com- 
mittee on the costs of medical care 
1928-1932. 

The project, sponsored by Health 
Information Foundation, was conduct- 
ed under supervision of Dr. Clyde Hart 
for National Opinion Research Center; 
Dr. Odin W. Anderson, research di- 
rector of HIF, organized the results 
and prepared the reports. 

The purpose of the survey was to 
discover the relationship between fam- 
ily medical costs and illness, the bear- 
ing prepaid health insurance plans 
have on this relationship, and attitudes 
toward health needs and insurance. It 
was also to study family debt in rela- 
tion to illness to learn if debts are 
related to medical costs or to other 
financial obligations and if lack of in- 
surance is a factor. 

A study also was made by NORC of 
the services rendered by health insur- 
ance in selected areas. This included 
a sampling of Blue Cross, Blue Shield 
and private insurance policyholders in 
Birmingham, Ala., and Boston. This 
report will be published late this year. 
It sought data on the economic impact 
of illness not covered by insurance, the 
effect of insurance plans on the use of 
health services and facilities, and the 
desire for additional coverage by sub- 
scriber. 

The medical costs-insurance study 
reveals that by family income, 41% of 
those under $3,000 have some type of 
health insurance and 80% of families 
over $5,000. In urban areas 70% of 
families are enrolled in some type of 
health insurance plan; in rural-farm 
areas, 45%. Of families with health 
insurance, 80% obtained it through 
their place of work or through an em- 
ployed group. 

The study shows that hospital in- 
surance, which covers more than half 
the population, is divided almost equal- 
ly between Blue Cross and private in- 
surers. Of the almost 50% of the pop- 
ulation enrolled in surgical or other 
medical insurance, 4% are covered by 
substantially complete physicians’ 
services. Coverage here by private in- 
surers exceeds that of Blue Cross and 
Blue Shield. 

Noting the difficulty of defining a 
standard of adequate coverage in terms 
of range of services, the report states 
that for those who believe services 
provided by prepaid plans should be 
substantially complete, the coverage is 
very inadequate. But on a standard of 
coverage of hospital care and in-hos- 
pital physicians’ services only, present 
coverage is more adequate. 

A higher percentage of the popula- 
tion is enrolled in health insurance 
plans in the northeast and north cen- 
tral regions than in the south and 
west. Enrollment in private hospital 
insurance is double that of Blue Cross 
in south and west, but Blue Cross has 
more than double the private insurer 
enrollment in the northeast and a 
slight edge in north central. 

The insurance (15% of the total) is 
broken down 50% hospital charges, 
13% all physicians’ services, 38% sur- 

(CONTINUED ON PAGE 17) 
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Financial Forecasters in N. Y. Panel 
Indicate Need for Selective Prospecting 


NEW YORK—Even though not all 
lines of business will reach as high 
peaks as they did last year, 1954 looks 
like an outstandingly excellent year 
for those agents willing to season their 
prospecting with even a modicum of 
discrimination. At least, that was the 
impression gained from listening to 
four of the country’s top financial and 
business writers who appeared on a 
panel of the New York City Life Un- 
derwriters Assn. Several hundred 
members were on hand in an en- 
deavor to get a better line on what is 
likely to happen this year in various 
types of business. 

Acting as moderator was Clifford B. 
Reeves, public relations vice-president 
of Mutual Life. 

Ralph Hendershot, financial editor 
of the New York World Telegram & 
Sun, said he doesn’t think we are in for 
much of a depression or even a serious 
slump in business. He pointed out that 
there has been some readjustment al- 
ready. The textile industry has gone 
through a sort of recession. Since July, 
in business generally, there has been 
quite a decrease in inventories and pro- 
duction has gone down but business is 
stilll about 25% ahead of what it was 
in 1947-49. 

“We are still a long way from any- 
thing that looks like a depression,” he 
observed. 

Mr. Hendershot said that President 
Eisenhower’s program should provide 
a lot of reassurance. He recalled that 
the formation of the Federal Deposit 
Insurance Corp. restored the people’s 
confidence in the banks, even though 
the FDIC has never had enough money 
to take care of a widespread bank run 
wave. Yet it was effective in keeping 
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runs from getting started. He said he 
was quite sure that the program that 
the administration presented will pre- 
vent a depression from getting started. 

The wage level is the highest on 
record and “so long as we can keep 
things from getting out of hand we will 
go along nicely.” At the same time, 
Mr. Hendershot said he didn’t believe 
that “we can talk ourselves out of a 
depression” because so much depends 
on who does the talking. A giant cor- 
poration’s chief executive or a big 
banker might have some effect but no 
matter what most people would say it 
would have scant effect. 

George Shea, financial editor of the 
Wall Street Journal, recalled that there 
was a “minor halting” from the middle 
of 1951 to the middle of 1952 but that 
the latter part of 1952 was marked by 
an upsurge that was still in effect when 
the first of these financial forecast 
panels was run by the life underwriters 
association a year ago. 

@ e e 

However, the downswing that is in 
effect now is somewhat more notice- 
able and there is no telling how long 
it will continue. He said it is most ap- 
parent in steel operations. He feels 
that the best barometer of business is 
steel. If the steel production facilities 
are fully engaged all is well. If not, 
the percentage of inactivity is a pretty 
good gauge of business conditions. He 
said that steel mills are now running 
at about 75% of capacity whereas a 
few months ago they were at 100%. 

There are four reasons why the cur- 
rent downswing is a logical develop- 
ment. The nation has come to the end 
of a period when it (1) conducted a 
war; (2) increased its plant capacity 
for war purposes; (3) filled an increas- 
ing civilian demand for goods; and (4) 
built plant capacity to take care of the 
civilian demand developed at a new 
high rate of prosperity. 

e . e 

Of these four, Mr. Shea pointed out 

that three are either absent or greatly 


| reduced. The war is over. The prepara- 


tion for production of war goods is 
about over, as the capacity for pro- 
ducing materials for defense has just 
about been built up. The building of 
plant capacity for civilian demand is 
also leveling off. With these three in- 
fluences so drastically reduced there 
is bound to be less activity until civil- 
ian capacity to consume grows up to 
the present enlarged plant capacity. 

It is true, he conceded, that a lot of 
manufacturing machinery is worn out 
and obsolescent and could be replaced 
by more efficient machinery but never- 
theless the demand is off and a 
“breather” is necessary. However, in 
the long run the increasing population 
and new inventions will head off any 
slump before it gets “too terribly 
deep,” Mr. Shea observed. 

Louis Schneider, trade and business 
columnist of the Bell Syndicate, dis- 
claimed any credit for bright ideas of 
his own, saying he was only quoting 
other people. He said that this is the 
time for all business men to face the 
facts of economic life; that 1954 will 
be a good year even though little minus 
signs are around and more and more 
of them are being seen all the time. 
He mentioned inventory cuts, both in 
the wholesale and retail fields, and 
said that most executives mean it when 
they say that they must cut back their 


operations because they haven’t the 
demand. 

Talk of government aid to bolster 
the economy is just talk, said Mr. 
Schneider. It would take months to get 
anything like this rolling. He posed the 
question whether the government 
should permit readjustment to take 
place in accordance with economic law 
or should try to keep business going 
under its 1953 head of steam. He 
quoted the Guaranty Trust Co. of New 
York as being in favor of permitting a 
natural recession to occur to correct 
imbalances and bring back the lost art 
of salesmanship. Government interven- 
tion, according to the bank, could 
eventually result in disastrous eco- 
nomic consequences. You can’t pre- 
vent a dead horse from falling, Mr. 
Schneider observed. 


Mr. Schneider predicted that inter- 
est rates will be kept low because the 
government has some $50 billion of 
debt maturities to refund in 1954. He 
also advised his listeners to take no 
stock in the contention that the vast 
amount of savings that statistics show 
people to have been building up would 
prevent a depression. It is only the 
conservative who does any saving and 
he is not a spender. 

The average American, Mr. Schnei- 
der said, is broke. He may have more 
dollars than he had before the war 
but his purchasing power is no bigger. 

As for what people in the insurance 
business can do to help the situation, 
Mr. Schneider advised creating ‘‘fav- 
orable gossip” about the insurance 
business, the good work that the com- 
panies are doing. He advised the 
agents to tell people, “my company is 
doing well,” and have the figures to 
prove it. 

Kenneth Kramer, executive editor 
of Business Week, spoke in much the 
same vein as the others on the panel. 
He said that in many ways 1953 was 
a record year for business, in fact al- 
most too good in certain respects be- 
cause it was hard for people to be- 
lieve that we could get up as high 
economically without its being cause 
for uneasiness. 

Mr. Kramer recalled that in the so- 
called “good old days” a lot of peo- 
ple “didn’t have a pot to cook in” 
while in the last couple of years “we 
got pretty fat and pretty soft.” 

“Now we see a little slideoff in bus- 
iness and everybody is apprehensive 


but that may be a good sign because 
it shows we are on the alert and cap 
do something about it,” he said. Mr 
Kramer noted that when movi 

away from a peak there are two pos. | 
sible courses. One is down a steep de 
cline into a business depression ang 
the other is to amble down a more 
leisurely trail. 

“If you want to bet you’d be safe | 
in putting your money on the gradual 
decline,” he said. i 

He predicted flatly and confident. | 
ly that “no flying saucers will Jand | 
this year” but he said he was not sare 
about anything else. 

Exploring the major factors in the 
1954 picture, he said there is 
what the government is going to do, 
second, what business is going to do, 
and third, what the consumer is going 
to do. 

It is pretty certain what the goy. 
ernment will do. It may spend a few 
billion less but it is also instituting 
tax cuts. Parenthetically, he told the 
agents that if he were in the life in. 
surance business he would try to per. 
suade people to put their tax savings 
into life insurance. 

As to what business is going to do, 
he said it will spend a lot of money 
on plant and equipment even though 
this would probably be about 4% less 
than the record year of 1953. What 
business does in the way of produc- 
tion depends pretty largely on the | 
third and most important factor— 
what will the consumer do? 


Mr. Kramer was more optimistic 
than Mr. Schneider about the chances 
that the savers among the public will 
draw on their reserves sufficiently to 
help the economy to any appreciable 
extent. He recalled that in 1949 when 
there were nearly 5 million unem-, 
ployed a big factor in the recovery was 
that consumers spent a lot of money 
out of savings. The question is wheth- 
er they will do it again. 

Consumers can be coaxed to spend 
their money, Mr. Kramer opined. The 
ability to sell still exists, which is 
equally as important as the willing- 
ness of the consumer to spend. 

Mr. Kramer summed up the econ- 
omic outlook by quoting from the 
“Smalley Smiles” column of the Per- 
ham, Minn. Enterprise-Bulletin to the 
effect that for business men and far- 
mers 1954 will probably be ‘a good 

(CONTINUED ON PAGE 18) 
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Pacific National Life marked its 25th anniversary at a luncheon at Salt Lake 
City, at which time it was announced a new addition would be added to the 
home office building. Construction will start in the spring. Standing left to right 
at the banquet table are Walter M. Jones, Utah commissioner; Louise D. LarsoD, 
assistant treasurer; Ray H. Peterson, president; Marion Harmon, assistant sec: | 
retary, and Mayor Earl J. Glade of Salt Lake City. Also present was Virgil _ 
Smith, vice-president of Beneficial Life. Two directors, J. L. Firmage and D. A. 
Taylor, received 25-year pins, as did Mrs. Larson and Mrs. Harmon. 
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«+ « FOR GENERAL AGENTS AND MANAGERS the Service provides: 


continuous organized material unexcelled for training purposes because 
it not only covers 40 weeks of controlled study, including field assign- 
ments and thought-starting questions, to help in the organization and 
motivation of new men, but continues indefinitely to provide stimulation 
and self-training after the 40 weeks of supervised study. The Training 
Manual edited for use with the D.L.B. AGENT'S SERVICE, is flexible 


so that it can be used in any company's program. 


continuous up-to-date source of inspiring new selling ideas and field-tested 
methods for agency meetings and bulletins, and for keeping underwriters 
on the selling track. 


continuous up-to-date production aid to help you develop career life 
underwriters who are better informed .. . more skillful . . . more self- 
confident . . . and who can go out and earn more money! 


continuous problem-solver and morale-builder to help you help under- 
writers get greater frequency of sales, even during early months in the 
business. 


e+ e FOR CAREER LIFE UNDERWRITERS the Service provides: 


2. 
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continuous up-to-date source of new field-tested selling ideas and methods 
which help you to become better informed . . . more skillful . more 
self-confident ... and to earn more money! 


continuous problem-solver and morale-builder kept always up-to-date by 
new pages issued each month; it is especially edited to help you develop 
the highly desirable habit of continuous self-education. 


continuous personal production aid . . . hundreds of successful career life 
underwriters have testified voluntarily that the new ideas in the Service 
helped them close 10, 20, and even as many as 30 cases during the first 
weeks after they started to use it! 


continuous organized course of study that is so flexible it can be used along 
with, or after completion of, the training material offered by any life 
insurance company. 





What You Get 


Three 7x9” loose-leaf volumes containing practical, 


useable selling ideas and meth kept always up to 
date by new pages issued each month. The volumes are 
indexed and tabbed for ready reference under 14 Sec- 
tions: You, Life Insurance, Investments, Prospecting, 
Social Security, Sales Talks, Programming, Selling to 
Women, Motivation-Building Prestige, Objections, Man- 
aging Your Business, Letters-Advertising, Settlement 
Options, Closing. A handsome, sturdy, metal bookstall 
(as illustrated) is supplied with each three-volume set. 


DIVIDEND EXTRA — ODDS & ENDS. . . stimulat- 
ing digest sent as a “plus value’ monthly to all sub- 
scribers . . . is a special motivating feature of the 
D.L.B. AGENT’S SERVICE. Every month it is filled 
with practical, motivating sales ideas and fresh, grip- 
ping human-interest stories. It contains many facts 
interesting to prospects and policyowners alike. Sub- 
scribers are enthusiastic . . . call it ‘‘timely!", “help- 
full’, “inspiring!"*, and ‘“‘valuable!’’. 


Guaranteed! 


If for any reason you are dissatisfied with this Service, 
return it within thirty days from date of your order 
and the price paid, plus the postage, will be refunded 
without question. This special money-back offer 
assures complete satisfaction. 


Write on your letterhead for your “approval” set today! 


D.L.B. AGENT'S SERVICE 


Publication of: THE NATIONAL UNDERWRITER COMPANY 


420 East Fourth Street 


Cincinnati 2, Ohio 
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Film Executive Calls 
U.S. Health Reinsurance 


Program a Delusion 

WASHING TON—The government 
should not get into the insurance busi- 
ness, either by the direct payment of 

claims or through reinsurance of such 
claims, said Benjamin Lorber, insur- 
ance manager of Universal Film Ex- 
changes Inc., New York City, in his 
testimony at the Wolverton committee 
hearings on health and medical care 
insurance. 

“IT am quite confident that the in- 
surance industry and any other type 
of organization that provides insur- 
ance through the prepayment for med- 
ical care can adequately service the 
medical needs of our country, provided, 
however, that the supply of medical 
care is adequate and properly distrib- 
uted so as to service all areas of the 
country,” he said. “I have no quarrel 
whatever with the government making 
available $50 million for the service 
type plans and organizations, but I re- 
spectfully submit that the enactment 
of HR 6949 (the Wolverton bill) and 
the making of these funds available 
as proposed in the bill, will delude the 
American people into believing that 
these funds will prove to be the pana- 
cea for all its medical ills and needs. 

e a _ 

“If we must subsidize these service 
type prepaid medical care organiza- 
tions, then let us label it for what it is, 
and not claim that as a result of such 
legislation a substantially larger part 
of the nation will have available to it 
adequate medical care at low cost. I do 
not feel that the reinsurance program 
set forth in HR 6949 will in any way 
decrease the cost to the subscribing 
members and therefore will not attract 
any additional low income people. I do 
not believe that it will facilitate the 
broader distribution of health services, 
as the bill intends.” 

Mr. Lorber pointed out that the Wol- 
verton bill limits its benefits to the 
medical and hospital service organi- 
zation, on the Blue Cross pattern, and 
excludes any type of plan providing 
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fer direct cash benefits. He called the 
committee’s attention to page 11 of the 
annual survey of the Health Insurance 
Council as of Dec. 31, 1952, which ana- 
lyzes by type the coverage provided 
for 36 million people who have this 
protection. This survey shows that 10 
million of these 36 million are covered 
by group insurance and 5 million by 
individual contracts so that there are 
15 million or 42% of the total number 
of people having some form of medical 
expense insurance covered by direct 
payment plans. 

Mr. Lorber said that the chart also 
shows that 18 million are covered by 
Blue Shield and other plans sponsored 
by medical groups and societies pro- 
viding direct service contracts. The 
other 5 million of the 36 million are 
covered by small local independent 
plans, 3 million people being included 
in plans set up by industrial employers 
and 1 million by college health plans. 

e e e 

The Wolverton bill, said Mr. Lorber, 
makes a specific point about applying 
to “non-profit” types of organizations. 

“I know of no term in the field of 
medical care about which there is so 
much confusion and so little defini- 
tion,” said Mr. Lorber. “If we define 
‘non-profit’ as an organization that 
does not have stockholders who receive 
dividends, then I must submit that the 
characterization of ‘non-profit’ must 
apply with equal effect to the mutual 
life insurance companies providing di- 
rect benefits as it does to the service 
type organizations. I therefore cannot 
reconcile the specific exclusion con- 
tained in the proposed bill with the 
facts.” 

Congress, said Mr. Lorber, would 
serve the American people well and 
would accomplish the objectives set 
forth in the Wolverton bill if it enacted 
legislation that would implement the 
four proposals made by President Ei- 
senhower; namely, added assistance in 
the construction of non-profit hospitals 
for the care of the chronically ill, as- 
sistance in the construction of non- 
profit medically supervised nursing 
and convalescent homes, assistance in 
the construction of non-profit rehabil- 
itation facilities for the disabled, and 
assistance in the construction of non- 
profit diagnostic or treatment centers 
for ambulatory patients, and in addi- 
tion thereto, subsidize and if necessary 
create, medical schools so that the sup- 
ply of doctors and nurses may be in- 
creased. 

e * 

Mr. Lorber took issue with some of 
the statements of industrialist Henry 
J. Kaiser, who earlier testified before 
the committee in support of the Wol- 
verton bill. Mr. Kaiser had said that 
the bill would “stimulate investment of 
private capital in the construction of 
self-supporting hospitals and other 
medical facilities and would supply 
group health insurance plans within 
the people’s means.” He also indicated 
that the adoption of the bill would 
provide low cost prepaid medical care 
for 30 million Americans. 

“IT concede that the service type of 
organization performs a _ wonderful 
service to the community in which it 
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may be located,” said Mr. Lorber. “I 
also concede that these service organi- 
zations afford facilities within their re- 
spective communities which would 
have been non-existent but for the 
generosity, perspective and good judg- 
ment of those who created these medi- 
cal service organizations and facilities. 
I submit, however, that this type of or- 
ganization providing prepaid medical 
care must of necessity be located in the 
larger metropolitan centers such as 
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Participants in the estate planners conference staged by the New York City 


CLU chapter: Abraham S. Guterman, 


New York attorney; Samuel L. Zeigen, 


Provident Mutual general agent; William McKinley, vice-president of Bankers 
Trust Co. of New York, and David Zack, New York CPA and attorney. 





Coast, Southwest Got 
$7 Billion Life Funds 


in Last Seven Years 

NEW YORK—More than $7 billion 
of life inurance funds has been in- 
vested in the southwest and Pacific 
Coast states since the end of the sec- 
ond world war, according to the In- 
stitute of Life Insurance. 

The life insurance investments in 
the west south central and Pacific 
states showed the greatest rate of gain 
in the seven-year period. The rise in 
such investments in the Pacific states, 
comprising Washington, Oregon and 








New York, Chicago, Los Angeles, Phil- 
adelphia, etc.; that most of these pre- 
paid medical service plans, primarily 
Blue Shield, confine their service to the 
very low income group, those family 
groups earning approximately $3,600 
or less annually. 

“I do not believe that the granting 
of subsidies to such organizations, even 
if such subsidies are in the form of re- 
insurance, will accomplish the results 
that Mr. Kaiser indicates would be at- 
tained. I believe that HR 6949 is spe- 
cialized legislation affecting but a 
smali segment of the American popu- 
lation and at best will be only a very 
small, partial answer to the problem of 
providing adequate medical care to all 
of the people of the United States. 

“May I further suggest to this com- 
mittee that perhaps it should first look 
into the setup of these direct service 
organizations and the type and extent 
of coverage provided by such plans. In 
my direct statement to this committee 
I indicated that a sound plan, and I 
believe that the Universal Pictures 
plan outlined to the committee is 
sound, must be an all-inclusive plan 
and should not contain any limitation 
nor exclusion as to type of illness. 

e 2 

“What do some of the prominent 
service type plans do in this connec- 
ton? The Health Insurance Plan of 
New York, commonly known as HIP, 
takes care of its members who may 
require psychiatric treatment or treat- 
ment for mental disorders only up to 
the point of diagnosis and then tosses 
them out on their own for treatment. 
The same applies to tuberculosis cases, 
cases of alcoholism, and drug addic- 
tion and to certain other contagious ill- 
nesses. When the going gets tough and 
it looks like the costs of medical care 
may run high and over an extended 
period of time, that is when HIP moves 
out.” 


California, was 116%; in the wes 
south central states, comprising Ark. 
ansas, Louisiana, Oklahoma and Texas, 
it was 113%. Total life insurance in 
vestments of the U. S. life companies 
included in the survey rose 58%. 

At the start of last year, these com- 
panies had $6.7 billion invested in the 
Pacific states, a rise of $3.6 billion 
since 1945. They had $3 billion in the 
same seven years. 

The largest regional block of life 
insurance investments at the start of 
last year was that in the middle At- 
lantic states, comprising New York, 
New Jersey and Pennsylvania. The 
total in that region was $12.3 billion, 
an increase of $2.9 billion. This repre- 
sented a rise of 31% from the 1945 
figure. The other geographic regions 
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showed increases varying from 18% 


to 75%. 





Jamison & Phelps Holds 


Annual Sales Congress 


The Jamison & Phelps Northwestern 
Mutual Life agency at Chicago, at its 
annual meeting, heard Charles B. Mc- 
Cafferey, assistant director of agencies; 
Benjamin E. Redfield, Jr., of North- 


western Mutual Life at Boston, and — 


William Heath of Harris Trust & Sav- 
ings Bank, Chicago. Chairman for the 
morning session was Walter W. Tiesing 
of the agency. 

Following the morning business ses- 
sion there was a luncheon meeting for 
the entire Jamison & Phelps agency, 


which included wives and secretarial | 


personnel. N. D. Phelps served as toast- 
master. In giving the report of the 
1953 business, Mr. Phelps said that by 
all odds it was the best year the agency 
ever had. Gross total of paid business 
came to $18,219,000, which brought to- 
tal insurance in force to $237 million. 
It was the second best year in conver- 
sions, with $2,008,900. Average produc- 
tion, including conversions, was $404,- 
600. The top half of the agency aver- 
aged $610,000 each and the average 
policy came to $11,573. ; 

Stressing the fact that quality busi- 
ness has always been the aim of the 
agency, Mr. Phelps emphasized that 
one of the major prizes given by the 
agency is for quality business, the win- 
ner being determined by first year 
lapse, lack of $1,000 policies, premium 
per collection and frequency per $1,- 
000. The winner of this prize was a 
two-year MDRT member, William Mc- 
Kechney. 

The grand prize winner in volume 
was Clarence Smith. Other prize win- 
ners were Henry E. Gaddis and Henry 
W. Shedd. 


of the agency, presented Robert S. 
Harris with a 40-year pin. 


C. F. Axelson, a long-time member | 
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Bankers National Has 
| Agents’ “Work-a-thon” 
| atN. Y. City Meeting 


NEW YORK—More than 150 Bank- 
ers National field men gathered at the 
Hotel Taft, New York City, for a novel 
two-day “work-a-thon”. 

Agency department men in 10 hours 
of shirtsleeve business sessions com- 
pined information on new policies and 

ures with actual instruction in 
the use of new forms and material. 

The meeting was conducted by Wil- 
liam J. Sieger, vice-president and 
superintendent, 


who opened 


Anetta Cornell Cree as home office 
representative to promote sales of the 
new policy. She joined Northeastern 
last fall after having been with the 
New Jersey Bell Telephone Co. as a 
public relations representative working 
principally with women’s groups. 





Atlantic Coast Life Ups Braid 


Alexander J. Braid has been named 
agency vice-president of Atlantic 


Coast Life of Charleston, S. C. He en- 
tered the business with Liberty Life of 
Greenvile, joined Independence Life 
of Greenville in 1932 and Atlantic 
Coast Life in 1936. 


Bureau Gets Set for 
Educational Parley 


Bureau of A. & H. Underwriters will 
conduct Feb. 2-3 an educational semi- 
nar at New York. 

L. B. Soper, New York Life, chair- 
man of the governing committee, will 
give the welcome at the opening ses- 
sion and there will be introductory re- 
marks by George E. Light of Travelers. 

A. Howard Hotson of Zurich will be 
discussion leader of the talks on un- 
derwriting major medical with the 
basic plan insured by another com- 


pany, and this will be followed with 
a talk on “Today’s Market for Group 
Insurance” by Winston S. Fliess of 
Johnson & Higgins. 

In the afternoon, Fred R. Gibney, 
Prudential, will be the discussion lead- 
er, as brief talks are given on de- 
ductibles in basic hospital expense 
plans and claim problems in relation 
to underwriting. 

On the second day, there will be dis- 
cussions of group coverages on less 
than 25 lives, the future of the group 
A. & H. field, and trends in loss of time 
coverage, with M. D. Miller of Equi- 
table Society, in charge. 














agency 
the afternoon session with a report on 
the job done in 1953, a record year for 
the company with more than $50 mil- 





w York City | lion of new business and a substantial 
1 L. Zeigen, | increase in reserves and surplus. 
; of Bankers New family income policies, featur- 
orney. ing an immediate death benefit in ad- 
—————} dition to the standard $10 and $20 
1 the weg} monthly income provision, were in- 
rising Ark.| troduced by William Freeman, assist- 
and Texas} ant superintendent of agencies. He re- 
surance jn.| ported on other new policies and pro- 
> companies| cedures including a “Jumpin’ Juve- 
ose 58%, nile.” a non-par annual renewable 
these com-} term, a non-par selected risk whole 
2sted in the| life, and demonstrated several new 
$3.6 billion| self-completing illustration forms cov- 
illion in the | ering the most popular life forms. 
‘on Pah A complete pension trust program 
middle At.| was introduced by Richard O’Brien, 
New York, assistant superintendent of agencies; 
vania. The Elmer Hardebeck, actuary; and Walter 
2.3 billion,| Rogers, agency secretary. Bankers Na- 
This repre. | tional agents will be able to offer a full 
1 the 1945/ range of pension coverage, including 
‘ic regions  tetirement income, retirement annuity, 
from 18% terminal benefit and deposit admin- 
| istration combinations. Details of the 
plans and forms available are con- 
tained in a new pension trust manual. 
ds The evening session was conducted 
by Samuel J. Foosaner, Newark tax 
SS counsel, who led a question and an- 
thwestern  swer seminar on advanced underwrit- 
go, at its ing with particular stress on today’s 
es B. Mc- corporate and partnership needs for 
Shee life insurance. Next morning, the pro- 
ston, and gram resumed with Charles Bell, pol- 
st & Sav. icyowners service manager, explain- 
n for the ing the company’s new simplified set- 
V.Tiesing tlement option request form. John 
Brundage, assistant to the president, 
NESS Ses- talked about company plusses. A com- 
eting for = plete new line of A&H policies with 
Boni _ greatly increased benefits, including 
as toast- first-day sickness, was introduced by 
t of the; Ray McCue, A&H manager, who also 
i that by | Showed how to complete the new com- 
ie agency bination sales story. 
business The final talk of the “work-a-thon” 
ught to- was by President Ralph R. Lounsbury. 
million. who commented on the company’s 
| sooman strong financial position and his per- 
1s $404- sonal optimistic convictions about the 
cy aver- prospects for life insurance selling dur- 
average ing 1954. 
ty pus Special Policy for Women 
ed that Northeastern Life has brought out 
by the what it says is the first special life in- 
he win- surance policy exclusively for women 
st year to be offered in New York state. Rates, 
remium which are non-par, are the lowest for 
oer $1,- any whole life contract with disability 
was a premium waiver now sold in the state, 
am Mc- according to the company. 

The woman’s policy is offered in 
volume minimum amounts of $5,000 and maxi- 
fe win- mum of $25,000, from ages 10 to 60. 
Henry Both single and married women are 

eligible. The policy contains the same 
nember provisions and benefits as Northeastern 
ert S Life’s principal policy for men, a pre- 


ferred whole life contract, which is 
unusual in providing no settlement 
options. 

Northeastern has appointed Mrs. 
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Ho, the job for 33 years, Sam Weems’ long associa- 
tion with Minnesota Mutual has shaped a career of 
phenomenal success and prolonged leadership in 
_which both he and we—his company—take great 
pride. As he now completes his thirty-third year of 
outstanding service, we tell “his story" with great 
pleasure indeed. 


- Sam ‘Weems could easily have been the inspiration 
: for one of those Horatio Alger stories wherein the 
‘hero invariably rose from errand boy to financial 
*; tycoon, for that is literally what happerred to Som. 


{2 Bornin the small country town of Griffin, Georgia, 
- +s the. third child in lawyer-planter Weems’ family of 
‘.'seven, Sam graduated from high school at. ‘the 

‘precocious age of 15. To get a start in business, he 
“hired himself out"—at no salary—as errand boy 

‘for the Oglesby Grocery Company, one of the 

* largest firms in nearby Atlanta. 
SEA scesseu to position so rapidly that he had become 

; Genera} manager of the company before he was 21. 


"Dean of the Minnesota Mutual Sales Force” 


He rose from... 


, He held that position until he. resigned. on his me 


3 teenth anniversary. 


‘Sam's next business venture took him to. a large 


>“ furniture manufacturing : company in ‘Atlanta ‘where | sh ™ 
he became secretary, treasurer and ‘sales ‘manager. .‘: -.° 
Again he was ‘highly. successful—so much ‘so. that he »».’ 


decided to organize: his. own. furniture factory in 
Mississippi. But here three-years of yellow fever, a 
year of record-breaking ‘drouth, and a final year 
of Sevastating floods, wiped out his business. 


lt was: then: that Sam caer to Dallas, Texas, and 
z = eatened: the life insurance business. He had just one 
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»the Million Dollar Round Table of which he was:o" 


years of continuous weekly production. Even after”: 
-hiscretirement because of illness in 1935, he soon’, 
dn became’. ‘active again,»opening a new Minnesota.” <: 
“Mutual: agency in:.the “Valley” in McAllen, Texas. Se fe 
“<> Brom this ‘point he: et sends > a continuous stream: th eae 
Arh ‘of business. . ; , see 







Minnesota | Mutua 
is proud of ‘allt 
associates . « | 
particularly of 
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SAMUEL R. WEEMS 
McAllen, Texus eee 
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9g 
capital in his pocket. As usual, he Was so, successful 
that he developed a general insurance agency 
which ultimately employed some ss baat in: te 
office. 


acquaintance in Dallas, exactly | "$7.5 50: of. weil 


On May 13, 1920, Sam Weems belgium the Toiés 
State Agent for Minnesota Mutual. In 1922:he ‘sold 
his accident, fire and casualty insurance lines to. the . 
employees who helped develop them, and there-*: ; 
after he devoted his entire attention to life insurance}: ="... 
The succeeding 14 years of association with. this’ f 
firm were extremely rewarding, both. for himself Ete 
and the Company. ak 










Sam Weems’ personal record in the life insurance iy 
business is an inspiration to every fieldman., Always 4 
a top producer and one of the nine organizers. of! AY 






qualifying” member fourteen times and is now: @*"; ° 
life. member, he paid for $1,944,000 in his, best. 
‘He has also qualified for the Company's... 





-“App-A-Week Club for 1,144 consecutive weeks—=22. . : 








" Minnesota ‘Mutoak proudly sbolehee Rom Weems,’ peasy 
“Dean of the Sales Force,” f ‘and: his gracious, charming LE8 
wife Eva. A man’of unswerving loyalties, tremendous Bi, 
industry and inexhaustible “\nitiative,. ‘Sam's. sales 

record is without parallel in the: 73 years: that’ hats 


elapsed since the Company’s inception in 1880. - 
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LIAMA Committee 
Chairmen Named 


Richard E. Pille, agency vice-presi- 
dent of Mutual Benefit Life and presi- 
dent of LIAMA, has appointed the fol- 
lowing LIAMA committee chairmen: 
Agency costs, Wallis Boileau, Jr., 2nd 
vice-president Penn Mutual; annual 
meeting, Robert H. Denny, vice-presi- 
dent State Mutual; audit, A. E. Wall, 
agency vice-president Confederation 
Life; compensation, E. J. Moorhead, 
associate actuary New England Mutual; 
cooperation with other organizations, 
Frank F. Weidenborner, agency vice- 
president Guardian Life; education 
and training, Harold W. Gardiner, ed- 
ucational director Northwestern Mu- 
tual; human relations, Harold M. 


Stewart, executive vice-president Pru- fF 
dential; membership, H. P. Anderson, 


vice-president Life of Virginia; nomi- 
nating, William P. Worthington, pres- 
ident Home Life of New York; public 
information, Charles C. Robinson, 
vice-president and manager of agen- 
cies Columbian National; quality bus- 
iness, Sherman M. Southard, director 
of agencies Prudential; relations with 
universities, Eber M. Spence, vice- 
president and director of agencies 
American United; research advisory, 
Vincent B. Coffin, senior vice-presi- 
dent Connecticut Mutual; Canadian 
companies, David E. Kilgour, assis- 
tant general manager and director of 
agencies Great-West Life. 

The A&H, agency officers round 
table, combination companies, and 
agency management conference com- 
mittees, elect their chairmen at their 
spring conferences. 

LIAMA chairmen of joint commit- 
tees will be as follows: Advisory coun- 


cil on life underwriter education and 
training, Homer C. Chaney, 2nd vice- 
president and director of agencies New 
England Mutual; agency management 
training advisory, Karl Ljung, vice- 
president in charge of agency opera- 
tions Jefferson Standard, Life Under- 
writer Training Council, E. L. G. Zal- 
inski, 2nd vice-president New York 
Life. 

Committees of the board of directors 
have the folowing chairmen: Finance, 
Mr. Wall; ways and means, E. A. Phil- 
lips, vice-president and superintendent 
of agencies Standard of Oregon. 





Colburn Succeeds Elliott 
for Northwestern Mutual 


Northwestern Mutual Life has ap- 
pointed E. Parker 
Colburn general 
agent at Syracuse, 
succeeding J. Ken- 


Mr Cc olburn 
joined the com- 
pany in 1946 at 


Wilkes-Barre and 
was put in charge 
of the agency in 
1950. 

Mr. Elliott has 
been with North- 
western Mutua 
since 1935. He 
plans to devote his entire time to 
sales work with the company. 





E. 


Parker Colburn 





Cuts Extra-Hazard Rates 

Northwestern National Life has re- 
duced the extra ratings on 440 occupa- 
tonal groups of a hazardous nature. 
In the postwar years, the company has 
found its loss experience on many haz- 
ardous-rate occupations running lower 
than anticipated. 





always been true and 
those who go after it. 


World” is secure. 
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“Business in 1954 
will be good - 
for those who go after it” 


Sure that's true! It was in 1914, it was in 
1924, 1934, 1944, and it will be in 1954. It’s 


Our economy is sound, our government is 
stable, and our position as “Leader of the 


We are fortunate to live in a youthful and 
growing section. The Southwest is blessed 
with great resources and potentialities. 
The business is here. Let's hustle for it— 
you for your share, we for ours—and there 
will be more than enough for all of us. 
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Program Lined Up 
for A. & H. Agents 
Rally at Omaha 


The program has been compieted for 
the annual convention of Internation- 
al Assn. of A&H Underwriters at Oma- 
ha June 12-16. The only activity the 
first day is the meeting of the Inter- 
national Board of Directors, and on 
Sunday, June 13, the board meeting 
will continue and registration will 
open up. 

The governor of Nebraska and the 
mayor of Omaha, and Director Pan- 
sing of Nebraska, are slated to bring 
greetings at the opening general ses- 
sion June 14. Chet Elson, Mutual Ben- 
efit H&A, will deliver the keynote ad- 
dress, and at the luncheon there will 
be a speech by Oveta Culp Hobby, sec- 
retary of health, education and wel- 
fare. In the afternoon a sales panel 
will be conducted with E. V. Boisau- 
bin, discussing prospecting, Ed. Spear 
taking up the approach, Al Perego 
talking on the presentation. 

e e e 

Travis Wallace, president of Great 
American Reserve of Dallas, will give 
his talk on “Termites” to open the 
sessions June 15, and this will be fol- 
lowed by a meeting of the Internation- 
al executive council. Later that morn- 
ing there will be a trade association 
panel conducted by Leonard A. Mc- 
Kinnon of Flint, Mich., at which rep- 
resentatives of the major trade associ- 
ations will outline the activities of 
their groups. 

At the luncheon, R. L. McMillon, 
Business Men’s Assurance, Abilene, co- 
chairman of the Leading Producers 
Round Table committee, will present 
awards to new members, and this will 
be followed by a series of presenta- 
tions given by leading producers. 

In the evening there will be a recep- 
tion and then a chuck wagon steak fry 
at Peony Park, and during these festiv- 
ities the man of the year award will 
be presented. 

The final day Mutual Benefit H&A 
will be host at a past presidents’ break- 
fast, then there will be panels on hos- 
pitalization and group and franchise. 
Reginald Snyder will give an inspira- 
tional talk. 





Home Life Ups Langdon 


Home Life of New York has ap- 
pointed John W. Langdon an agency 
field assistant. He joined the company 
in 1950 after sales management and 
public relations work. He became an 
assistant manager in 1951. He is an 
army veteran. 


Life of Georgia Ups Two 


Life of Georgia has advanced W. 
Russell Smith from home office train- 
ing assistant to manager at Meridian, 
Miss., and R. H. Thomas from staff 
manager at Columbia. Tenn., to district 
manager at Hattiesburg, Miss. Mr. 
Smith joined the company 21 years ago 
at Vicksburg. He succeeds C. W. Ted- 
der. who goes to Nashville as field 
supervisor. Mr. Thomas has been with 
the company 11 years in various Ten- 
nessee cities. He succeeds J. B. Purvis. 

Life of Georgia has added to its 
training staff C. J. Hardy, J. P. Gools- 
by, and Miles W. Dempsey, formerly 
staff managers at Daytona Beach, Fia., 
Lexington, Ky., and Atlanta. respec- 
tively. 





Columbia Gen’‘] Buys Home Office 

Columbia General Life of Houston, 
which started operations last Novem- 
ber with $250,000 of paid capital stock, 
has purchased an office building from 
Southern States Life for use as a 


home office. The price is reported as 


—= 


$627,750. i 

The company is headed by Thoma; | 
E. Hand, Jr., who has been in the busi. 
ness at Houston for several years with 
his father, who heads Thomas E. Hang 
& Associates, pension trust consulting 
firm. 

The company plans to place a stock 
issue of 200,000 shares at $30 pe 
share on the market shortly. 

J. E. Eisemann, III, is vice-president; 
William J. Knight, Jr., secretary, and 
Oliver M. Bakke, Jr., treasurer. Among 


the directors are L. E. Cowling, presi. | 


dent of Southern States Life, and R. L, 
Cowling, vice-president of that com. 
pany. 





National Advertising for 
February is Announced 


Following is the national advertising 
which life companies have reported 
for February issues of the publications 
listed. Where no date is indicated, the 
publication is a monthly magazine. 

Banker’s Life—Country Gentleman, 

Connecticut General—Time, Feb. 19, 

John Hancock—Life, Feb. 8; Satur- 
day Evening Post, Feb. 13, 27. 

Massachusetts Mutual—Newsweek, 
Feb. 8; Saturday Evening Post, Feb. 27, 

Metropolitan—American Magazine; 
Business Week, Feb. 13; Collier’s, Feb, 
19; Cosmopolitan; Forbes; Good House- 
keeping; Ladies Home Journal; Mc- 
Call’s; National Geographic; News- 
week, Feb. 15; Saturday Evening Post, 
Feb. 7; Time, Feb. 1; U.S. News & 
World Report, Feb. 5; Woman’s Home 
Companion. 

Mutual of New York—Collier’s, Feb. 
19; Life, Feb. 15; Saturday Evening 
Post, Feb. 20; Time, Feb. 1. 

New England Mutual—Business 
Week, Feb. 27; Newsweek, Feb. 1; Sat- 
urday Evening Post, Feb. 20; U.S. 
News & World Report, Feb. 12. 

New York Life—Country Gentleman; 
Look, Feb. 23; Successful Farming. 

Penn Mutual—Saturday Evening 
Post, Feb. 13. 

Phoenix Mutual—American Home; 
American Magazine; Coronet; New 
York Times, Feb. 14. 

Security Mutual—New York Times, 
Feb. 14. 





Names Magness in Ark. 


Franklin Life has appointed Mor- 
gan C. Magness 


manager in Ar- 
kansas with head- 
quarters at Hot 
Springs. 
Entering the 
business’ with 


Metropolitan, Mr. 
Magness _ spent six 
years at Little 
Rock before being 
promoted to as- 
sistant district 
manager at Fort 
Smith, Ark. For 
the last eight years 
he has been with 
Equitable Society. 


Appoints General Agency 


The Grosse & Weaver general agen- 
cy at Pittsburgh has been named gen- 
eral agents there for Minnesota Mu- 
tual. Partners in the agency are Foster 
M. Grosse, Jr. and Wayne O. Weaver. 
‘The agency’s life department is man- 
aged by John L. Deters, who formerly 
was with Northwestern Mutual Life at 
Mankato, Minn. 


Eskelin Gets Boise Post 


J. Leonard Eskelin, former assistant 
manager of Occidental Life of Califor- 
nia at Seattle, has been appointed gen- 
eral agent at Boise, Idaho. 

Mr. Eskelin joined the company in 
1947, was named brokerage manager 
at Seattle in 1949 and assistant man- 
ager there three years later. 





Morgan C. Magness 








e The Houston agency of Sun Life of 
Canada has moved to a new location 
at 2204 South Main street. R. D. Ek- 
blad is manager. 
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by Thom, | New Nonpar Rates 
in the busi. | 
al years with | 


for Aetna Shown 


Shown herewith are the new and old 
rates for the principal non-participat- 
ing policies for which Aetna Life re- 
cently announced lowered rates. Low- 
ered premium waiver rates for par and 
nonpar policies were also announced. 
Rates shown here are for policies with- 
out waiver or double indemnity. 





Age Age Age Age 
25 35 45 55 
$ $ $ 
Prfd.-lst yr. new 17.35 23.32 33.45 49.85 
” a old 18.11 24.22 34.41 51.23 
"thereafter new 14.55 20.22 29.86 45.90 
ee old 5.31 21.12 30.82 47.28 
Ord. life new 15.73 21.30 30.98 47.01 
» * old 15.79 21.65 30. 47.01 
10 yr End. new 99.61 99.90 101.63 105.10 
noe old 100.33 100.73 102.09 105.10 
15 yr. End. new 63.48 63.8 66.14 70.11 
ow 9 ol 63.63 64.29 66.14 70.11 
10 yr. defrd. End. 
new 99.47 99.56 100.87 103.16 
10 yr. defrd. End. 
old 100.47 100.39 101.33 103.16 
5-yr. term new* 6.31 7.32 11.76 23.97 
citlladiabe old* 6.31 7.37 11.81 24.06 
10 yr. term new* 6.42 7.95 13.70 28.59 
»» * new* 6.45 8.12 14.09 29.17 
*Convertible, non-renewable. 
a 
350 to Attend Southland’s 
New Orleans Agency Meet 


Some 350 Southland Life qualifying 
producers, managers and company of- 
ficials will leave Dallas by special train 
Jan. 31 to attend the annual agency 
convention at New Orleans, Feb. 1-3. 

Business meetings will be limited to 
two morning sessions, the remainder 
of the time, except for the banquet, 
being set aside for sightseeing and oth- 
er entertainment. 

On the first day there will be a talk 
on “Telephone Prospecting” by Jack 
Schwartz, Lincoln National Life, Los 
Angeles, and an agents’ panel with 
Roland M. Aycock, San Antonio man- 
ager, aS moderater. Members are 
Paul Avery, Longview; Jerry Bell, Au- 
stin; Harold J. Lipetz, Seattle; J. M. 
Whitmire, Wichita Falls, and Mrs. L. 
Jack Nelson, Houston. 

Following talks the second day by 
George R. Cole, assistant vice-presi- 
ident, and Glenn M. Brooks, manager 
of the A&H department, the life insur- 
ance play “Star Dust” written by Laf- 
lin C. Jones of Northwestern Mutual 
Life, will be presented. 

Speakers at the luncheons will be 
Ben H. Carpenter, executive vice-pres- 
ident, and John W. Carpenter, chair- 
man. Production awards will be pre- 
sented by President Dan C. Williams. 





Zavitz Joins Crown Life 


L. Richard Zavitz, formerly with 
Southwestern Life, has been appointed 
general agent for Crown Life for Dal- 
las and northeast Texas. He has been 
in the business since 1949. 





Martin Heads New Agency 


Occidental Life of California has 
opened an agency at Florence, S.C., 
with James F. Martin as general agent. 

A navy veteran, Mr. Martin entered 
the business in 1949 with Protective 
Life and since 1951 has been general 
agent at Florence for Franklin Life. 


New Columbian Nat'l Unit 


Columbian National has opened a 
general agency at White Plains, N. Y., 
under Michael J. McIntosh. He en- 
tered life insurance in 1948 with the 
Myer agency of Mutual Life in New 
York City, becoming assistant man- 
ager in 1951. He is a CLU, a navy 
veteran and holds a law degree. 


Pan-American Board Larger 


NEW ORLEANS—Pan-American 
Life has enlarged its board to 11, new 
directors. being George A. Lotz and 
M. B. Wheeler, Sr. Mr. Lotz is presi- 
dent of Lotz Investment & Realty Co. 
of New Orleans and was one of the 








original stockholders of Pan-American 
Life. Mr. Wheeler is president of the 
New Orleans investment securities 
firm of Wheeler & Woolfolk and is 
also president of the St. Charles Hotel 
Co. President Crawford Ellis of Pan- 
American said the directors felt the 
company had grown to such a size that 
a larger board was needed. 





Name Assistant Counsel 


Norman C. Brandt and Kelly H. 
Stevens have been named assistant 
counsel for Occidental Life of Califor- 
nia. They joined the company in 1950 
and 1952 respectively. 


ALC Regionals Set 


for Three Cities 


American Life Convention will hold 
three regional meetings in March. The 
first will be held at the Roosevelt ho- 
tel in Jacksonville, Fla., March 4-5, 
the others at Cincinnati at the Nether- 
land Plaza, March 8-9, and the Brown 
Palace hotel, Denver, March 11-12. 

The regionals, a feature of long 
standing with the ALC, deliberately 
include no formal program at any of 
the sessions, with the idea that “off- 
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the-record”’ discussions by the member 
company executives and the ALC 
headquarters staff personnel will pro- 
duce a more thorough going over of 
the various problems or questions 
which may arise. In many cases the 
subjects before these gatherings are 
selected in advance by the member 
companies and sent to ALC headquart- 
ers. A list of these gubjects are then 
sent out for consideration of those who 
plan to attend the meetings. 





e Provident Life of North Dakota has 
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Above are samples of three of the 
twelve available Executive type faces. 


You can SEE the difference! Standard typewriters give the same 
amount of space to every letter regardless of the width of the 
letter. On an IBM Executive, each letter takes only the space its 
width requires. Don’t your letters deserve “Executive” typing? 
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New York Life 


Here are more details on New York 
Life’s new policies. Other information 
was presented earlier. 

Term to Age 65: The new term to 
age 65 policy provides coverage to age 
65 with level premiums. 

Issue ages are 18 to 55 and the min- 
imum policy is $5,000. 

Conversion and waiver of premium 
provisions are similar to those for the 
five year renewable term, including 
the privilege to continue the insurance 
on the life paid-up at 85 plan at age 
65. 

Term to age 65 policies have cash 
values and non-forfeiture benefits. 
They have no loan values since the 
cash values, after building up for some 
years, subsequently decrease to zero at 
the time of expiry at age 65. 

Term-Whole Life and Term-Life 
Paid-up at Age 85: Term-whole life 
and term-life paid-up at age 85 poli- 
cies are issued with initial term periods 
of 2, 3, 4 or 5 years. Issue ages are 18 
to 60. 

The minimum policy is $10,000 on 
the term-whole life plan and $5,000 on 
the term-life paid-up at age 85 plan. 

As is the case with policies issued on 
the life paid-up at age 85 plan from 
start, a statement from the agent con- 
cerning the term-whole life plan will 
be required if a policy for $10,000 or 
more is applied for on the term-life 
paid-up at age 85 plan. 

Estate Builder: The estate builder 
is a new juvenile policy under which 
the face amount of insurance increases 
at age 21 to five times the basic face 
amount and continues at that amount 
for life. The policy also provides for 
return of tabular annual premiums 
with interest at 24% per annum in 
event of death before age 21, in addi- 
tion to the face amount of the insur- 
ance. 

Level premiums are payable to age 





INSURANCE 
COMPANIES 
Bought and Sold 


Contact us regarding either the sale or 
purchase for CASH of the capital stock 
of management contracts of insurance 
companies. All negotiations confidential. 
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of premium provisions are also issued 


premium policies). 


ment life or 30-payment life with pure 
endowment and with premium return 
to age 10. These policies, available at 
issue ages 0-9 (except in Texas), pro- 
vide for return of tabular annual pre- 
miums with 24%2% interest on death 
before age 10, with insurance for the 
face amount thereafter. A pure en- 
dowment is payable at the end of the 
premium period of 20 (or 30) years if 
the insured is then living The amount 
of the tabular cash value at that time, 
including the pure endowment, equals 
the face amount of the policy. The 
new policies include a provision to that 
effect on the face page. 

In addition to the foregoing benefits, 
the policies contain a new option un- 
der which the amount of the pure en- 
dowment at the end of the premium- 
paying period may be applied at net 
rates to provide additional paid-up life 
insurance. This option is subject to sat- 
isfactory evidence of insurability and 
of course is not available if the pure 
endowment is taken in cash or if the 
policy has lapsed or has been surrend- 
ered for cash. 

Preliminary Term Insurance: Pre- 
liminary term insurance is available 
for periods of one to 11 months with 
any plan of insurance except term, 
term-whole life, term-life paid-up at 
age 85, educational endowments, single 
premium plans, or annuities. Issue ages 
are 10 to 65. 

The premium for the regular plan 
must be payable other than monthly 
and the application must be made on 
a medically-examined basis. 

Where the preliminary term period 
is two months or more, the policy may 
be delivered upon payment of only the 
preliminary term premium if it is at 
least 10. However, it is not necessary 
for the preliminary term insurance 
premium to be $10 or more if the pre- 
liminary term period is less than two 
months, since the initial premium for 
the regular plan must then be collected 
along with the preliminary term insur-. 
ance premium and such initial premi- 
um is subject to the usual minimum 
premium rules. 

The company will send a premium 
notice for the initial premium on the 
regular plan if it is not collected along 
with the preliminary term insurance 
premium. 

Life Annuities: Single premium life 
issued either without provision for any 
refund after death or with instalment 
refund. Rates for ages under 30 will be 
quoted on request. 

Joint and survivor life annuities 
without refund are also available. 
Rates will be quoted on request. Life 
annuities are on a participating basis. 


Maximum basic face amount. is $10,- 
000 at ages 0-4, $15,000 at ages 5-9, and 
and $20,000 at ages 10-14, with ulti- 
mate face amounts at age 21 of $50,- 
000, $75,000 and $100,000 respectively. 

The double indemnity benefit un- 
der the estate builder policy is avail- 
able at issue ages 5 to 14 and provides 
double indemnity coverage equal to 
the basic face amount until the policy 
anniversary nearest age 21 and equal 
to the increased (ultimate) face 
amount from then on. 

The estate builder policy includes the 
new privilege of change at age 25 to 
the retirement endowment plan, as de- 
scribed under life paid-up at age 65. 

The estate builder policy has not yet 
been approved for issue in New York, 
Massachusetts or Maryland. In Canada, 
the policy is available before the fifth 
birthday only with premium return to 
the fifth birthday. 

Child’s Protection Benefit: The 
child’s protection benefit provides for 
waiver of premiums on the child’s pol- 
icy until age 25 in the event of total 
and permanent disability of the appli- 
cant (before age 60) or in the event 
of his death. 

Such coverage is provided until the 
child is age 25 or until the end of the 
premium period for the child’s policy 
if earlier, but in no event does the dis- 
ability coverage extend beyond the 
Applicant’s age 60. 

Issue ages are 0 to 14 for the child 
and 18 to 55 for the applicant. 

The benefit may be included in any 
new insurance policy (other than sin- 
gle premium) or in a new retirement 
annuity policy, but only at the time 
a policy is issued. 

Premiums are not on a limited pay- 
ment basis but are payable over the 
full period of coverage under the 
child’s protection benefit. They are not 
reduced if the applicant reaches age 
60 earlier, although the disability cov- 
erage ceases at age 60. 

The premium rate for a child’s pro- 
tection benefit is determined by sim- 
ply applying an appropriate percent- 
age to the premium for the child’s pol- 
icy (see page 102 of rate book). 

Juvenile Policies (ages under 10): 
Under the A.D. 54 program, 17 plans 
of insurance are available generally 
at issue ages 0 to nine. In addition to 
the new estate builder plan, four oth- 
er plans have been extended to age 0 
(whole life, life paid-up at age 85, 
life paid-up at age 65 and endowment 
at age 65). Single premium endowment 
at age 65 has been discontinued below 
age 10 due to very little demand. 

Because of statutory restrictions, the 
whole life plan is not issued below 
age 10 in New York state, and is avail- 
able in Canada before the fifth birth- 
day only with premium return to the 
fifth birthday. The estate builder is 
not available in New York State and is 
restricted before the fifth birthday in 
Canada, as mentioned in the descrip- 
tion of the new plan. In Canada the 
life paid-up at age 65 plan is not avail- 
able before the fourth birthday. Statu- 
tory restrictions for other plans re- 
main as before. 

As previously noted, doubleindemnity 
provisions are issued down to age five 
(except for single premium policies 
and policies with premium return to 
the 5th birthday or to age 10). Waiver 





American Health Has Rally 

American Health held its annual 
meeting at Baltimore, with more than 
100 agents attending. President W. deV. 
Washburn was the featured speaker 
and a program highlight was a presen- 
tation of the agency of the year award 
to E. D. Lister, Newark. 





e The Feuer agency of Equitable So- 
ciety at Chicago in 1953 initiated more 
than $22.5 million in new business. The 
agency’s top producer was Harry 
Steiner, whose personal volume was 
in excess of $4 million, making him 
the leading Equitable salesman in the 
country, an honor he also held in 1946. 





e Sam Houston Life of Texas is as- 
sisting the restoration of the log school 
in Blount county, Tenn., where Sam 
Houston once taught. 


down to age five (except for single 


cident, who is the general chairmay 
for the annual meeting of Nationg 
Assn. of Insurance Commissioners x 
Detroit, June 6-11, has appointed his 
housing committee to process applica. 
tions for hotel reservations, and recom. 
mends that those planning to atteng 
communicate with the chairman, why 
is C. L. Miller, resident vice-president 
of Standard Accident. Other member; 
of the committee are H. J. Lowry, 
vice-president of Michigan Mutual 


Liability; E. J. Rockwell, attorney of| 


Automobile Club of Michigan; W. 8 
Ekberg, vice-president of Michigap 
Life, and J. Alfred Grow, Jr., president 
of Detroit Assn. of Insurance Agents, 





Life & Casualty Ups Three 


W. W. Thomas has been appointed 


manager at Brownwood, Tex., by Life 





& Casualty. He has had 13 years ex. 
perience with the company. 

C. P. Hodges, formerly superintend- 
ent in Murfreesboro, Tenn., has been 
made manager at Tuscaloosa, Ala. T, 
W. Brents, former manager at Tusca- 


loosa, has retired because of ill health | 


after 25 years with the company. 
H. T. Ford has been made manager 

at Gadsden, Ala., where he has been 

superintendent for 18 years. 





Time Gets Racine Group 


RACINE, WIS.—In spirited bidding, 
the Racine county board of supervisors 
voted to award the contract for em- 
ploye hospital, surgical, medical and 
life coverage to the General Insurance 
Agency, representing Time of Milwau- 





kee. The catastrophic type of coverage © 


was requested by the county employes, | 


The county will pay the individual 
premium of $4.64 per month, and em- 


ployes with families may obtain cov- | 
erage for dependents by paying an | 


additional $5.95 a month. Six insurers 
submitted bids, of which two were re- 
jected because the price exceeded the 


limit set by the county, and three were © 


rejected because it was held they did 
not comply with specifications. 





Walker to Western States 


John P. Walker, Jr., who resigned 
recently as vice-president of Reserve 
Life, has been named vice-president 


of Western States Life of Dallas, which | 


was reeently converted from a mutual 
to a stock basis. Mr. Walker, who will 
have charge of the home office, was 
formerly a_ vice-president of the 
Southland Life, from which he re- 


signed about two years ago. He has | 


had about 30 years of insurance ex- 
perience. 


Put Off Imberman Suit 


NEW YORK—The suit of Imberman 
et al. against Equitable Society direc- 
tors, brought as a result of criticisms 
made in the New York department’s 
examination report, was adjourned 
from Jan. 18 to Feb. 18. 








e The H. S. Easton agency of Home 
Life of New York at Cleveland has 
moved from the NBC building to larg- 
er quarters at 2254 Euclid avenue. The 
new quarters are modern in every re- 
spect including air conditioning. Since 
taking over the agency nine years ago, 
rice Easton has increased volume 10- 
old. 





e The Willard L. Momsen agency of 
Northwestern Mutual Life at Milwau- 
kee celebrated its most successful year 
at an agency dinner. Sales for 1953 
put the agency in second place na- 
tionaly in company ranks. 
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INDIANAPOLIS PANEL 





“Says Colleges Not 


such Fertile Ground 
for Recruiting 


“My attitude on college recruiting 
has changed completely in the past 
seven years,” Dr. R. I. Mehr, head of 
the insurance curriculum at the Uni- 
versity of Illinois, told a meeting of In- 
dianapolis General Agents & Managers 
Assn. as half of a two-man panel dis- 
cussing “Campus Recruiting.” 

“Seven years ago, I used to be sur- 
prised when one of our strong gradu- 
ates did not make good in the business. 
Today I am surprised when one does,” 
he reported. 

This doesn’t necessarily mean the 
life insurance business should give up 
on college recruiting, Robert Hedges, 
jastructor in insurance at Illionis, the 
other half of the panel, declared. “If 
you don’t recruit men off the campus, 
what are your alternatives? 

1. “You can recruit the man who 
didn’t get to go to college. Today, more 


| and more, the only men who don’t are 


from the lower-income groups where 
their natural contacts do not give them 
the starting market every new man 


' needs. 


“2. You can pick up the ‘culls’ who 
havent made the grade in other lines. 

“3. You can wait until later and then 
try to sell men already on their way to 
success in other lines on leaving those 
lines and coming into the business.” 

Mr. Hedges stated the qualifications 


| of the average college graduate to be 


about age 22, not much experience at 
earning money, probably single, and 
16 years of schooling. On the other 
hand, the qualifications for even a 
chance at success in the life insurance 
business are initiative, ambition, av- 
erage intelligence, access to people who 
can buy, a zeal for life insurance. 
“There is a tremendous gap between 
the qualifications the college graduate 


| has and the qualifications the job calls 


ates 
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_ for,” Mr. Mehr pointed out. It takes 
' two to five years to bridge the gap, 


and you can figure out yourself what 
that amount of time will cost you. 
Mr. Hedges reported that the same 
difficulties do not obtain in the gen- 
eral insurance field where a man can 
be hired in an agency to handle servic- 
ing and pay his way while learning the 


' business. As a result, Mr. Hedges said, 


more and more University of Illinois 
insurance graduates are going into the 
fire-casualty rather than life field. 

Messrs. Mehr and Hedges were in 
disagreement on the _ practice 
starting the college student in with 
a part-time contract while still in 
school. Mr. Hedges reported some of 
the best successes at the University of 
Illinois were men who started in with 
part-time contracts in their junior 
year. 

“You can also ruin a lot of good men 
that way,” Mr. Mehr charged. “It di- 
vides their attention between selling 
and school.” 

H. C. Graebner, dean of the college 


of business of Butler University, In- 


dianapolis, who served as moderator, 
declared himself in agreement with 
Mr. Mehr. 

_ The college man can take instruc- 
tion and follow orders, Mr. Hedges 
said, but he cannot figure out his own 
work. The school has taught him the 
tools to use to succeed in life under- 





writing, but the agency must teach 
him how to use those tools. 


of 


“You have a big selection, training, 
financing, and supervision task ahead 
of you if you are going in for college 
recruiting,” Mr. Mehr concluded. 
“When it comes to buying college 
graduates, we are in a seller’s market. 
Jobs for good men today are a dime a 
dozen. You can’t tailor the man to fit 
the job. You’ve got to tailor the life 
insurance job to fit the man. It can 
be done. It is being successfully done. 
But it’s a big and a costly job. Unless 
you are prepared to pay the price, 
don’t go into college recruiting.” 

A meeting feature was presentation 


to J. R. Townsend, Sr., retired gener- 
al agent of Equitable Life of Iowa in 
Indianapolis, a framed certificate of 
lifetime, honorary membership in the 
association. 

e Fred B. Wiley at a meeting of Seat- 
tle Life Managers discussed “Giving 
Recognition and Building Prestige for 
Agents”. 


e Louie E. Throgmorton, vice-presi- 
dent in charge of public relations for 
Republic National Life, will speak at 
the Southern Area Sales Managers 
Conference to be held Feb. 2 at Chat- 
tanooga. 





Chicago Assn. Planning 
Gala Party for Feb. 12 


The council of field underwriters of 
Chicago Assn. of Life Underwriters is 
staging a Fellowship Party or Lin- 
coln’s birthday at the Edgewater Beach 
hotel. There will be dancing to Carl 
Schreiber’s orchestra, as well as com- 
munity singing and a card corner. 
Purpose is to raise funds to send a 
member of the council to the mid-year 
convention of the National association. 
Victor Rehfeldt, Metropolitan Life, is 
in charge of arrangements. Gerhard 
Krueger, Equitable of Iowa, is chair- 
man of the council. 
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tection and service. 


No wonder Mutual Of New York, which is one of the 
oldest and soundest companies in the field, is also known as 


one of the most progressive! 


SINGLE PREMIUM INSURANCE 
ND ANNUITY LIMITS INCREASED 


— ; r oS al ; p 
The Pluses headlined above are proof of MONY’s _.« 


continuing efforts to provide its underwriters with the best 
tools of the trade, and its policyholders with the best pro- 









Murua Or New Yorx 


“FIRST IN. AMERICA”’ 
The Mutvol Life Insurance Company of New York, Broadway at 55th Street, New York, N. Y. 





WEATHER STAR SIGNALS 
ATOP OUR HOME OFFICE 


QR wii rntcwes . Fair 
Orange........... Cloudy 
Orange flashing....... Rain 
White flashing. ......Snow 
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EDITORIAL 


COMMENT 





A Time of Change and Innovation 


The automobile manufacturers with 
their glittering new 1954-model cars 
have nothing on the life insurance bus- 
iness this year, what with new poli- 
cies, new rates, and in some cases new 
reserve bases being adopted by some 
of the leading “manufacturers” of life 
insurance. 

In fact, the past year has been no- 
table for the number of instances of 
going ahead with innovations and 
changes without much concern about 
what the rest of the business might 
be doing. 

The most sweeping changes are ob- 
viously those being made by New 
York Life in its new series of poli- 
cies, not merely because they are dif- 
ferent but because they represent such 
a marked change in philosophy from 


the company’s high gross premiums 
and high dividends. It was not so 
abrupt a shift as it would have been 
if the company had still been charg- 
ing the long-traditional $28.11 per $1,- 
000 for ordinary life at age 35, for the 
company got away from that basis 
some years ago. But the new “A.D. 
54” series of policies represents a big 
change and one that is not only of in- 
terest to the people in New York Life. 
When a company of the magnitude of 
New York Life completely revamps its 
policy setup there are not many in 
the business who can truthfully say 
that it is of no concern to them. 

It seems to be a time of change in 
the business and doubtless a good 
many other interesting innovations are 
in store. 


Taxing Thrift and Foresight 


In reporting on its 1953 business, 
Connecticut Mutual adopted a striking 
but entirely valid way of bringing out 
the impact of taxes on the earnings 
of life companies. President Peter M. 
Fraser pointed out that it takes the 
entire interest earnings on $100 mil- 
lion of the company’s $1,012,849,558 as- 
sets to pay federal and state taxes, 
which in 1953 amounted to $3,813,839. 

“While this large sum is paid by the 
company, it should not be forgotten 
that it is actually a tax on the individ- 
ual policyholders who make up the 
company,” Mr. Fraser observed. “Life 
insurance is surely bearing a heavy 
burden of taxation and policyholders 
should be vigilant in protecting them- 
selves from further increases at either 
the state or federal level.” 

Mr. Fraser has directed attention to 
something that should be much more 
in the consciousness of the American 
public than it is. Morally, there is no 
justification for a tax on life insur- 
ance premiums nor a federal income 
tax on life insurance, any more than 
there is for taxing the money that is 
squirreled away in the sock, the sugar 
bowl, or under the mattress. Life in- 
surance is savings, usually represent- 
ing a substantial sacrifice, and the 
mere fact that it is done cooperatively 
instead of individually doesn’t change 
its character. Perhaps it would be a 
good idea for participating companies 
to tell their policyholders on their pre- 
mium notices how much greater the 
dividend would have been if it were 
not for ineome and premium taxes and 
for stock companies to indicate in sim- 
ilar fashion on non-par premium not- 
ices how much lower the rate could 
have been but for these taxes. 


Policyholders’ money is so easy for 
the taxing authorities to get at that 
there will probably always be a tax 
against it, regardless of principles in- 
volved. But just because these taxes 
are so tempting, it is all the more 
necessary for the public to be aware 
of them and the way they can be 
notched up unless more policyholders 
understand that it is their money that 
is being taken, not that of a vague 
entity known as an insurance com- 
pany, for the company, after all, is 
just a collector of these taxes from the 
people who really pay them. 


PERSONALS 


Franklin R. Amthor, chief of agency 
training at the Equitable Society home 
office, has been reelected a director of 
the White Plains, N.Y., community 
chest and was also elected to the four- 
man executive committee. 


Starkey Duncan of John Hancock 
has been elected president of the Nash- 
ville Council of Community Agencies. 


Miss Era Emmons of the public re- 
lations and publications department of 
Life & Casualty of Nashville, has been 
elected secretary of Middle Tennessee 
Business Press Assn. 

Harold W. Gardiner, educational di- 
rector of Northwestern Mutual Life, 
was general chairman of the Milwau- 
kee Scout-O-Rama, an annual boy 
scout event. 

Home office officials and office asso- 
ciates of R. Sclater Brawn, general 
agent for Equitable of Iowa, honored 
him with a banquet for 25 years of 
service. He has been head of the Nash- 
ville agency 15 years. Vice-president E. 
E. Cooper presented a company service 











certificate. For the agency W. F. Alex- 
ander, district manager at Lawrence- 
burg, presented a bronze plaque. 

Harold F. Hatch, assistant controller 
of John Hancock, has been appointed 
general chairman for the national con- 
vention of the National Machine Ac- 
countants’ Assn., to be held in Boston 
next June. 

Robert D. Harrington, vice-president 
and treasurer of Massachusetts Pro- 
tective and Paul Revere Life, has been 
elected a director of the Worcester 
County Trust Co., Worcester, Mass. 

Mrs. Marie Q. Chambers, director of 
licensing of agents of the life insurance 
division of the Texas department, is re- 
signing for health reasons after being 
with the department for 10 years, the 
last nine at her present position. 


DEATHS 


T. LEIGH THOMPSON, 91, retired 
vice-president of National Life & Ac- 
cident, died at his winter home at St. 
Petersburg, Fla. Mr. Thompson was 














T. LEIGH THOMPSON 


president of H&A Underwriters Con- 
ference in 1929. He started with Na- 
tional L&A in 1909 as general manager 
of its casualty department and was ad- 
vanced to vice-president in 1923. Be- 
fore that for six years he was deputy 
commissioner of Tennessee. 

MRS. ELIZABETH WHITE, mother 
of Mrs. Marion W. Wilson, member 
of the executive committee of Women’s 
Quarter Million Dollar Round Table, 
died in a fire and explosion at her 
home in Shreveport. Mrs. Wilson is 
with Aetna Life at Shreveport. 

P. I. RUTLEDGE, SR., 67, who had 
opened an agency for Great National 
Life in Austin, Tex., died. He had 
asked the company to relieve him of 
managerial duties and continued as a 
personal producer until the time of 
his death, and was one of the leaders 
of the company for a number of years. 


HUBERT B. BELVIN of Durham, 


N. C., controller of Home Security Life 
for many years, died in Watts Hospital, 
Durham, 2fter a long illness. 
JEROME JS. KLINGENBERGER, 

assistant vice-president of Lincoln Na. 
tional, died at Fort Wayne after ay 
illness of two months. He was the 
company’s oldest employe in years a 
service. 


MITCHELL M. ROSSER, 41, of Bos. 
ton, a trustee of the National Assn, q 
Life Underwriters 
and for many 
years a leading 
agent for Phoenix 
Mutual Life, died 
after several 
months’ illness. He 
had been a mem- 
ber of the Million 
Dollar Round 
Table each year 
since 1946, and 
was the _ second 
ranking agent in 
his company for 
four of the last six years. He led the 
Boston agency every year since 1946, 

Mr. Rosser was president of the Bos- 
ton association in 1950-51, national 
committeeman for the Massachusetts 
association 1951-54, and served NALU 
on the veterans, agents, and compen- 
sation committees. For the past two 
years he had been chairman of the 
membership committee. He was elect- 
ed a trustee in 1952. He had also 
served as chairman of the Boston | 
LUTC program and as president of 
the Boston CLU. 

He had been with Phoenix Mutual 
at Boston since 1934, except for navy 
service. 

GEORGE P. SLOWEY, 73, of Bronx- 
ville, N. Y., who had been senior in- 
spector in the investigations division 
of Metropolitan Life before he retired 
in 1949 after 53 years of service, died | 
in White Plains hospital. 

DONALD M. DOUGLASS, 80, Prudential, 
Des Moines, died at Iowa Methodist hospital | 
there after a lengthy illness. He started with | 
Prudential in 1922 and since 1944 has worked 
on a part-time basis. 


AUGUST J. OTT, SR., 74, for 43 years an 
agent for Kentucky Central L. & A. at Louis- 
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ville, died there. He had retired in 1950 be- | i 


cause of ill health. 





Chicago Telephone 


Directory Available 


The 1954 edition of the Chicago 
Insurance Telephone Directory now 
has been published. The telephone 
numbers and addresses of Chicago 
insurance people and offices as well |} 
as those for allied service organiza- 
tions are presented. Insurance of- 
fices and persons located in the In- 
surance Exchange building are list- 
ed separately from those outside the 
building, and there is a classified 
section of firms specializing in in- 
surance company accounts. 

Copies may be obtained from the 
National Underwriter Co., A-1645 
Insurance Exchange building, Chi- 
cago 4. The price is $1. 
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financial secretary. 
Mr. Quirk has 
been with the com- 
pany since 1921 


and has been assistant vice-president since 1947. Mr. Bennington, has been in 
life insurance since 1948 and for the past year has been general agent at Okla- 
homa City. Mr. Randolph, who succeeds Frederick Wright, became assistant 
director last year after having been associate general agent at Rochester, N. Y. 
Mr. Gallagher, joined the company’s Elliott Hall agency at New York in 1923 
and has been assistant te the vice-president since 1951. Mr. Miller joined the 
company in 1934 and has specialized in term loans. 











NALU President 
Has Strenuous 
Travel Schedule 


NEW YORK—Robert C. Gilmore, 
Jr., president of the National Assn. of 
Life Underwriters, will return this 
week-end from an 8,000-mile trip dur- 
ing which he will have visited several 
major cities. 

His first stop was to address a large 
meeting of agents in St. Paul, Minn., 
and the other stopping points on his 
western schedule included Spokane 
and Seattle, Portland, San Francisco, 
where he addressed the northern Cal- 
ifornia sales congress; Los Angeles 
and Pasadena, Salt Lake City, Denver, 
| and Chicago. He wound up his trip in 
Toronto, where he addressed the an- 
nual meeting of the Life Underwriters 
Assn. of Canada. 

Since he was elected NALU presi- 
dent last August, Mr. Gilmore has at- 
tended and appeared before many life 
insurance industry gatherings, in ad--. 
| dition to local and state life under- 
| writer associations. In October he at- 
/ tended the annual meeting of the 
American Life Convention in Chicago 
and the LIAMA Atlantic Alumni meet- 
ing in Rye, N. Y. In the same month he 
addressed the Milwaukee association, 
was a featured speaker at the Illinois 
sales congress in Peoria, and presided 
at a meeting of the NALU executive 








’ committee in New York City. 


November found Mr. Gilmore back 
in Chicago, where he was one of the 
main speakers on the agency section 
program of the LIAMA annual meet- 
ing. Later that month he addressed 
the General Agents & Managers Assn. 
of New Haven, the Indiana state ex- 
ecutives in Indianapolis, specially ar- 
ranged meetings of the Buffalo and 
Niagara Falls associations and was the 
keynote speaker at the Rhode Island 

sales congress of Nov. 24. 

In December Mr. Gilmore met with 

the LUTC board of directors and with 


| representatives of the American Col- 
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lege. He also addressed the Baltimore 
and Newark associations and took in 
the annual meetings of Life Insurance 
Assn. of America and Institute of Life 
Insurance in New York City that 
month. 

On Feb. 9 Mr. Gilmore will appear 
as one of the principal speakers on the 
program of the trust division of the 
American Bankers Assn. in New York. 
March calls for a swing through the 
southern states, culminating at the 
NALU midyear meeting in New Or- 
leans. Working his way north follow- 
ing that meeting he will address 
several of the outstanding local life 
underwriter associations and attend 
the convention of his company, Mutual 
Benefit Life, at Hollywood, Fla. His 
final stop in April will be Washington, 
D. C., where he has several important 
committee meetings scheduled during 
the time of the annual meeting of the 
U. S. Chamer of Commerce. 





Chicago Union League 
Ins. Unit to Hold Panel 


The insurance committee of the 
Union League Club of Chicago Feb. 2 
will hold a panel discussion for insur- 
ance leaders on “The Insurance Out- 
look for 1954.” Moderator will be Lev- 
ering Cartwright, who is vice-chair- 
man of the club’s insurance committee. 

H.& A. will be represented by John 
P. Hanna, managing director of H.& A. 
Underwriters Conference; life insur- 
ance, Alfred N. Guertin, actuary of 
American Life Convention; casualty 
and surety, Emil L. Lederer, chairman 
of metropolitan agents’ committee of 
National Assn. of Insurance Agents; 
and fire and marine, George V. Whit- 
ford, vice-president of Fire Assn. of 
Philadelphia. 

Roy L. Davis, manager of Assn. of 
Casualty & Surety Companies at Chi- 
cago, is the insurance committee chair- 
man. 





New Republic Nat'l Office 

Republic National Life has opened a 
second branch at Dallas at 263 Wynne- 
wood Village. E. H. Jenkins is man- 
ager. 












































New business figures include the following amounts of revivals and 


1952, respectively: 1, $7,095,499, $22,794,373; 
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” 1952 In Force In Force 
Quirk, superin- amicable Life 28,012,130 16,610,374 13,623,159 
tendent of agen- Bankers, RS 53,125,616 31,200,232 32,505,939 
i 7 ankers Nat’ 48,956,224 30,079,261 33,595,363 
cies; Edmund M. fa 167,767,725! 100,613-123 88,215,678 
Randolph, director Central Life, 39,508,662 20,664,132 20,598,877 
of n rganiza- efferson Standard 153,102,376 98,573,964 97,760,095 
ve Sow Lincoln National 845,784.914 511,581,025 483,872,314 
tion; George A. Manufacturers Life 208,812,5402 140,473,602 135,023,735 
Bennington III, su- Minn. Mutual 162,590,318? 129,765,420 98,509,074 
Monarch, Mass. 43,586 34,612,553 26,214,797 
perintendent of National, vt. 140,105,627 101,246,384 90,624,279 
agencies; standing, Ohio National 339,59 65,637,592 54,213,620 
Paul Revere 1848, 57,873,072 35,343,936 39,494,960 
Matthew P. Gal- pilot Life .779, 728, 103,698,030 65,928,761 
lagher, agency sec- Provident Mutual ...............ssssssssssseseseesssese 128,405,135 66,221,803 59,246,746 
Shenandoah Life oeccccccccccssssssssscsssseseeeee 882 25,328,499 6,465,412 4,747,767 
retary and Ralph sun Life, Md. 67,527,773 909, 33,306,051 22,935, 
F. Miller, assistant Volunteer State Life oo 58,060,619 32,010,544 42,858,307 21,628,524 
World, Neb. 112,187,058 91,248,291 10, 106,200 44,344,947 


creases for 1953 and 


» $13,058,990, $14,370,522; 3, ‘$16: 942,201, $17,988,250. 








General American’s 
Top Producers 
Rally in Mexico 


The President’s Club convention of 
General American Life was held at 
San Jose de Purua, 120 miles west of 
Mexico Gity, with more than 180 top 
producers, guests and home office of- 
ficials attending. Qualification period 
for the meeting was 18 months. 

A feature of the rally was introduc- 
tion of a new visual sales presentation. 
Home office representatives led vari- 
ous business sessions, with the follow- 
ing field men participating: Elmer S. 
Rosenthal, St. Louis; Fred R. Sale, St. 
Louis; David Klein, Washington; Jack 
R. Platt, El Paso; Hunter M. Jones, 
Fort Worth; Fred F. Sale, St. Louis; 
Otto A. Jeanes, Chicago; Leo R. Schus- 
ter, Jr., El Paso; Harry C. M. Young, 
Pittsburgh; Frank A. McDevitt, Omaha; 
Max L. Cooley, Amarillo; Allen Ogil- 
vie, Los Angeles, and Arthur O. Rhein- 
er, Kansas City. 


Entertainment and sightseeing made 
up a good part of the program, and at 
the closing banquet President Powell 
B. McHaney reviewed 1953 accomp- 
lishments, pointing out the year was 
the finest the company ever has had. 

Winners of awards presented at the 
meeting were the Schuster agency, El 
Paso, President’s Million Dollar Cup; 
Jeanes agency, Chicago, Agency 
Achievement Cup; James J. Roberts, 
St. Louis, life volume leader; Sylvan 
Dubin, Houston, A. & H. leader; Mr. 
Young of Pittsburgh, group leader, and 
R. W. Ormsby, Chicago, recruit of the 
year. 

Site of the next President’s Club 
convention is to be the Banff Springs 
hotel in the Canadian Rockies. 


W. I. Rosenthal Speaks 


William I. Rosenthal, manager for 
Life of Virginia at Newark, addressed 
the Washington, D.C., CLU on “Pen- 
sion Plans for Small Corporations.” 
He emphasized that adequate pension 
plans for smaller corporations are one 
of the most effective means of holding 
key men. He also pointed out that in 
plans for smaller corporations the tax 
advantage is substantial when em- 
ployes who are stockholders are par- 
ticipants in the plan. 

“It is of the utmost importance,” 








Figures from Life Companies’ Year-End Statements Shown 


Increase Surplus to New Ins. in Increase Prem. Benefits Total 
Total in Policy Bus. Force Dee. In. Ins Income Paid Dis 
Assets Assets holders 1953 31, 1953 in Force* 1953 1953 1953 
$ $ $ $ $ $ $ $ $ 

Amicable Life ............. 41,305,913 2,808,282 2,815,337 33,417,646 203,097,388 16,610,374 4,908,509 1,636,175 6,230,256 
BAS eer e 21,765,691 2,456,040 2,422,716 46,135,956 186,678,522 30,627,547 4,505,385 747,033 2,891,041 
| Gov't Personnel Pg Serer 8,056,760 1,670,915 614,006 32,611,634 95,148,021 11,833,125 3,012,666 602,973 1,665,778 
Great Amer. Life .......... 5 207,380 370,431 522,592 1,899,026 20,087,459 828,039 516,512 144,413 362,424 
Guaranty ae Ge ccenus 1,357,808 467,042 471,237 22,165,153 36,359,926 15,917,644 1,090,226 148,707 829,234 
» National, eee 551,834,403 34,602,831 30,186,484 163,133,495 1,412,123,304 101,246,384 53,103,398 35,579,326 68,175,859 
bE | eae 15,077,579 1,104,128 1,906,189 9,747,545 82,636,126 7,125,001 2,253,079 837,927 1,882,859 
ee 23,560,437 3,995,621 1,512,482 11 ‘289; 629 75,671,362 5,073,091 2,898,818 931,408 3,746,810 
I Srene-Aerice eee 4,673,831 765,681 1,014,240 5,525,000 33,061,000 —+i,006,30% 1,915,250 668,635 1,607,431 


said Mr. Rosenthal, “that the plan be 
properly designed to fit the special 
needs of the corporation. Before sub- 
mitting his proposal, tkerefore, the 
pension adviser must spend consider- 
able time in determining the proper 
eligibility requirements, death benefits 
if any, disability benefits, employe 
contributions and vesting.” 





MDRT Chairman Issues 
Reminder on Change in 
Term Credit for ‘55 Table 


BEVERLY HILLS—With aspirants 
for the 1955 Million Dollar Round 
Table already building up their cred- 
its, Chairman G. Nolan Bearden has 
issued a reminder that the by-laws as 
recently amended limit the amount of 
term insurance for earned credit in 
1954 to $250,000. In addition to this 
reduction, no credit will be allowed for 
term insurance written for a period 
of less than 12 months. 


Mr. Bearden, who is an agent for 
New England Mutual at Beverly Hills, 
pointed out that there has been a 
steady reduction in the amount of term 
insurance allowable for qualification. 
At one period full production credit 
was allowed for term insurance. In 
1953, he says, term insurance credits 
were limited to $500,000. It has now 
been reduced to $250,000 for the 1955 
table. 

According to Mr. Bearden, the num- 
ber of qualifiers for the 1954 MDRT 
is expected to be the highest in the 
organization’s history. One group of 
243 qualifiers was announced last week 
and the names of others are to be re- 
leased as rapidly as they are processed. 





Pilot Life Ups White. 
Vincent, Three Others 


Rufus White, Pilot Life’s vice-pres- 
ident in charge of agencies, has been 
elected vice-president and director of 
sales. J. S. Vincené was appointed vice- 
president in charge of group sales, and 
R. W. Donaldson was named manager 
of agencies. 

C. A. Outen, manager of the under- 
writing and claims division of the 
combination division, was elected an 
assistant secretary, as was W. R. Lud- 
wick, manager of the administative 
department of the group division. 





Chicago Fraternalists Elect 


William F. Olsen, Equitable Reserve, 
was elected president of Illinois Fra- 
ternal Field Underwriters Assn. at its 
annual meeting at Chicago. He suc- 
ceeds John F. Gierke, Aid Assn. for 
Lutherans. Lee A. Kweineland, Luth- 
eran Brotherhood, is vice-president. 





Christopher Gets V-P Status 

M. C. Christopher has been made 
vice-president in charge of the home 
office of Southern Union Life of San 
Antonio. He has had experience as 
personnel director with other life com- 
panies. 
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He believes in helping others in oth. 
er lines of endeavor. He refers all in. 
ACTUARIES rs | es Sys bed Ps | or quiries about other lines of insurance 
to general brokers on a reciprocity| 
basis—and this, he says, works. He a]. | 
® so phones company policyholders moy. 
2 ® olicy, the service available, what 
by Top Agents at North California Congress ahas “wines 436 1 ode 
COATES, HERFURTH & Based on the fact that no sale can so much to urge you to buy more life —and suggests that the man call a 
ENGLAND be made without first a prospect, the insurance as to give you some infor- the = Fs . - - Bi 
CONSULTING ACTUARIES “raw material” from which a complete mation regarding your social secur- 4sreeable. Iry 1t—it works. he said, 
and useful product issues, this year’s ity benefits. There have been many Presentations were given by four 
San Francisco Denver Los Angeles dd ; 
° Northern California Sales Congress in changes in the social security law.” ™men who duplicate aily Practices 
San Francisco followed the pattern of He asks for the prospect’s present pol- which have paid off for them—and in | 
GA. VA. -N.Y. the manufacturer. icies for examination and he prom- tW0 cases, for the agents in their agen. 
Names, said V. Web Wiedemann, ises recommendations and suggest- Cies. First demonstration was a Sale 
BOWLES, ANDREWS & general agent for Equitable Life of tions, closing with “If you decline my — > A alghine Prag pene by: 
, WNE Iowa at San Francisco, moderator of recommendations your payment will . Ss, recruiter an er tor 
TO ; the first panel—on prospecting and be a better understanding of your the Arthur Hemphill agency of Equi- 
Consulting Actuaries the approach—make up the raw mate- present life insurance in its relation table Society, moderator of the panel, 
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Employee Benefit Plans rials of production. He displayed pho- to your social security.” reminded the audience that more than 
Atlanta * Richmond + New York |] tos of a logging mill, pointing out the | James V. Lawry, Northwestern Mu- 90% of the “home owners” of the 
yard must be kept full of logs if the tual Life, million dollar producer at Country are bound by mortages and 
ILLINOIS plant is to function. San Francisco, said he has five basic need protection against death and loss, 
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Mr. Wiedemann had three aides in 
proving that prospects make Million 
Dollar Round Table members, or at 
least high income producers. 

D. Paul Fansler, 24, of Fresno, lead- 
ing producer for Bankers Life of Ne- 
braska, after only four years in the 
business, attributed his success to con- 
stant organized search for prospects, 
for names in his books—and then fol- 
lowing them up. Most of his prospects 
are referred leads, he said, and the 
bulk of his business comes from these 
sources. 

He sells mostly personal insurance, 
seeks the married man as his prime 
target and he believes that most agents 
neglect the fertile field of “referred 
leads.” 

In seeking leads, he approaches a 
man of position who is well known 
among his constituents and has the 
respect of his immediate circle. And 
he says something like this after he 
has that man’s attention: 

“You know, my business does not 
allow me to go around ringing door- 
bells and I’m sure you have many 
good friends worth knowing.”—and 
goes on from there. 

He reminded his fellow agents they 
should acquire and develop the habit 
of asking for names from people they 
know have a wide circle of friends, 
business associates and acquaintances. 
He said that no agent should hesitate 
to ask for the cooperation of others 
and realize that it is business-like to 
ask for business support just as men 
in other lines seek the business sup- 
port of others. 

In obtaining names from new pol- 
icyholders, he goes through a proce- 
dure which starts with a complete 
explanation of the policy on its de- 
livery and follows up something like 
this: “It has been a real pleasure to 
have done business with you. My busi- 
ness does not permit me to go run- 
ning around aimlessly pushing door- 
bells but I’m sure you have some very 
good friends or relatives or even busi- 
ness associates whose success and wel- 
fare you are interested in—” 

His approach to a referred prospect 
is along these lines: “Mr. Prospect, my 
name is Paul Fansler. I’m a life un- 
derwriter. I have just done some very 
pleasant business with a good friend 
of yours who seems interested in you. 
Life insurance is a very complicated 
business and only a few people really 
understand it. The hardest part of my 
job is to find the right people to ex- 
plain it to—and so I asked your friend. 
He has a respectful opinion of you and 
your family. My object today is not 


sources of prospects, the first being 
“people I know”. He said agents 
should not hesitate to call upon friends, 
and they should forget the old theory 
that friends “may give you a token 
policy because they think they have 
to help you out’. Such sales are easier 
because of prior knowledge of the 
friend’s family, position, habits, am- 
bitions, etc. 

Persons employed in offices and 
plants where he visits to call upon 
present policyholders or other pros- 
pects are another source. He does not 
try to conceal his object, his business 
or his acquaintance with others in the 
offices and he has sold many policies 
to employes who have become inter- 
ested in the purchases by bosses and 
fellow employes. 

Policyholders who have moved into 
the San Francisco area have been 
helpful in getting new leads. On calls, 
to service and welcome them, he finds 
often they are eventually good sourc- 
es for other prospects. He notices ev- 
eryone on the street—has a habit of 
observing people and has found that 
he often nods to acquaintances and 
people he has met—so he has devel- 
oped the habit of making a memo on 
the spot and he follows through. Many 
of these people, he said, are those he 
he has met through acquaintances, so- 
cial friends etc., who have introduced 
him at some time or another. He 
watches the financial pages of the 
newspapers—particularly for changes 
and promotions among people associ- 
ated with organizations where he has 
some friend or acquaintance or policy- 
holder. 

e . * 

Arnold Panella, a life member of 
the Million Dollar Round Table said 
the agent must live by the philosophy 
that “we have something to sell—not 
that we have to sell something.” 

He said that 60% of his business 
comes through policyholders and pol- 
icyholders’ sources and that he paid 
for more than $300,000 of new busi- 
ness in 1953 obtained through his get- 
ting three referred leads on applica- 
tions. He urges agents to call back on 
policyholders, citing many instances 
this practice has paid off. He suggest- 
ed the new man study a set sales talk 
and set 100 lives as his first year goal. 
With such a basis he believes that by 
the end of two years the new man will 
have a sound foundation upon which 
to build a constantly growing market. 
He believes that after a certain period 
the agent should go back over his sales 
and study the sales pattern to deter- 
mine which appears to be his partic- 
ular market. 


Thomas A. Callahan, Equitable Life 
of Iowa, Palo Alto, made the mortgage 
demonstration with the help of Harry 
Q. Johnson of his agency, his pros- 
pect. 

John Reginato, manager of West 
Coast Life at Oakland, demonstrated 
the social security approach which is 
his principal channel in launching 
young newcomers into the business, 
Mr. Reginato has a set presentation 
and he trains his men to memorize it 
and its use provides a definite track 
to follow at their start in the field. 
Such an approach is interesting to the 
newcomer, he said, and more easily 
appreciated as a basic sales idea. 


Jules Routbort, Penn Mutual, San 
Francisco, talked on the use of life 
insurance for retirement income. He 
displayed the knack of making the | 
plan seem better and more attractive | 
by first setting up the maximum pe- | 
riods and then saying “but, you do not 
have to wait until 65 if you do not 
want to, to retire’. He then asks about 
savings and suggests, as an example, 
“Can you put aside $75 a month”, “No” 
says the prospect, “Can you put aside | 
$50”, “No—I don’t think so—that | 
would be pretty hard under present 
conditions”. “Well, how about $40?”, 
“Well, we may be able to scrape that 
up from what’s left after the mort- 
gage, taxes and other expenses of try- 
ing to live well”. “Then,” said Mr. 
Routbort,” $35 would be a lead pipe 
cinch, wouldn’t it?” And Mr. Prospect | 
agrees. 

In his talk, using the policy value \ 
of $10,000, Mr. Routbort says, “Now 
that’s the least important part of this 
discussion,” and he then shifts en- 
tirely to the income plan. . .constantly 
referring to “money is worth only 
what it is earned”, illustrating his 
point each time with figures, showing 
how much it would take in cash ac- 
cumulated to earn a set sum per year 
or month. 








e ® e j 
Robert Levin, Equitable Society, | 
another MDRT member, demonstrat- 
ed that a package sale is aimed to be 
closed on the first interview. Target 
is a young man in his 20’s—age 25 
and the sum $5,000. Mr. Levin uses a 
folded application blank, using the 
back for his figuring. When the case is 
about ready he just turns it over and 
starts filling it in. He emphasizes that | 
in five years the life insurance will | 
be more important to the prospect; he 
will probably be married and have 
children by that time—he reminds him 
that the amount can be increased; that 
the policy can be paid up in 25 years 
—at age 50—but “then you will be 
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thinking about retiring or getting to 
the age when you want to call it quits” 
_and he shows how much more will 
be handy in cash if the policy is kept 
in force and dividends allowed to ac- 


' cumulate. 


The panel on “closing the sale” was 
conducted by Hugh W. Davy, San 
Francisco manager for Home Life of 
New York. Members were Gordon C. 
Maxson, Penn Mutual; Winston P. 
Woodman, Home Life; Eve Byron Wy- 
att, New York Life and Jack A. Ot- 
ero, Union Central, all of San Fran- 
cisco. 

Stimulating the desire to produce 
more by the use of more intelligently 
directed and controlled effort was 
demonstrated by five Million Dollar 
Round Table members. Discussing 
short cuts, time savers, larger average 
cases, specialty types of business such 
as “business insurance,” were Edward 
J. Mintz, New York Life, Salinas; Ed- 
win T. Golden, New York Life; R. Ed- 
win Wood, Phoenix Mutual; Karl 
Bach, Penn Mutual, all of San Fran- 
cisco, and Glenn Baker, Equitable So- 
ciety, San Jose. 





Jefferson Nat'l Boosts 
Capital by One-Third 


Jefferson National Life is paying a 
33% stock dividend to holders of rec- 
ord on Jan. 20. This increases capital 
from $300,000 to $400,000. The stock di- 
vidend is the third since the company 
was organized. 


New Bankers L & C Office 


Bankers Life & Casualty has opened 
a new sales office at 2323 North Mon- 
roe street, Spokane, Wash. Manager is 
Ralph Jacobson, who was an agent 
and later a supervisor at the regional 
headquarters in Denver. 








F. E. Rasmussen Advanced 


Fred E. Rasmussen has been ap- 
pointed purchasing director of North- 
western Mutual Life. He has been ap- 
pointed purchasing director of North- 
western Mutual Life. He has been su- 
pervisor of the supplies and service 
division since 1950. He started with 
the company in 1922. 


Mass. Mutual Ups 3 


Massachusetts Mutual has appointed 
James Greenwood personnel secretary, 
Stevens L. Shea planning secretary, 
and Ralph A. Robbins manager of the 
index department, succeeding Warren 
E. Jewett. 

Mr. Greenwood joined the company 
in 1982 and has been assistant secre- 
tary since 1951. Mr. Shea, who joined 
the company in 1931, has been assist- 
ant secretary since 1952. Mr. Robbins 
has been with the company since 1925 
and has been supervisor of the index 
department since 1952. Mr. Jewett 
joined the company in 1907 and has 
been manager of the index department 
since 1934. 








Hancock Men Honor Anderson 
District agents in the Greater New 
York region of John Hancock recently 
presented vice-president Olen E. An- 
derson, chairman of the company’s 
new agency committee, with a record 
production of $71,883,913, in commem- 
oration of the formation of the com- 
mittee. The volume of production, rep- 
resenting combined issued and paid-for 
business accomplished between Sept. 1 
and Dec. 25, was presented to Mr. 
Anderson at a testimonial dinner at the 
Waldorf-Astoria hotel, New York City. 





e The Levin agency of United Benefit 
Life and Mutual Benefit H.&A. at 
Chicago has been awarded the com- 
panies’ president’s cup for having the 
largest percentage of increase in pro- 
duction among all of the companies’ 
agencies during 1953. 


Beats 106-Year Record 
By Writing $3 Million 

Karl Bach, of Penn Mutual Life’s 
Forrest J. Curry agency in San Fran- 
cisco, who fled 
Germany in 1933 
and arrived in 
New York City at 
the age of 16 with 
$10 in his pocket, 
broke a 106-year 
company record in 
1953, when he was 
the first to write 
more than $3 mil- 
lion in one year. 
This accomplish- 
ment covered over 
200 lives—all life 
insurance of average-size policies. 

He entered insurance in 1943. In 
1946 he produced more than $1 mil- 
lion and kept that pace until 1952, 
when he doubled the figure. 

When Mr. Bach reached New York 
City 20 years ago, he spent his only $10 
for room and board, then he went to 
look for a job. He had done butcher- 
ing in Germany and was hired at 30 
cents an hour, 50 to 60 hours a week. 
When he was 20 he, with his parents 
who had joined him in this country, 
moved to San Francisco, where ke 
started his career as a salesman with 
the Fuller Brush Co., despite language 
difficulties, he became Fuller’s star 
salesman. 

His interest in selling life insurance 
was aroused by a member of the Curry 
agency, who insured his father. A life 
and qualifying member of the Million 
Dollar Round Table, Karl Bach has 
earned the national quality award for 
seven years. 





Karl Bach 





“Search” Program Extended 


As a continuing public service con- 
tribution to the health and welfare of 
the American people, the Mutual 
Broadcasting System in cooperation 
with the Institute of Life Insurance 
is extending its presentation of the 
dramatized documentary series, “The 


Search That Never Ends” through the 
winter and spring months of 1954. 

Some of the future subject material 
already planned includes community 
living, the common cold, adult educa- 
tion, vocational guidance, the public 
health officer, the parent-teachers as- 
sociation, atomic medicine, and studies 
of family conflicts and tensions, among 
others. 

A nationally prominent guest speak- 
er talking on the topic of the week will 
be introduced during each broadcast 
by Dr. Louis I. Dublin, health and 
welfare consultant to the institute. 





Siegmund Opens Own 
Firm at Los Angeles 


William H. Siegmund, for 13 years 
general agent of Connecticut Mutual 
Life at Los Angeles, has resigned and 
organized a new company, Benefit 
Plans Consultants, with offices at 609 
South Grand avenue. Though the new 
company, of which he is president, is 
completely independent, Mr. Siegmund 
is continuing with Connecticut Mutual 
as associate general agent. 

Before going to Los Angeles in 1940, 
Mr. Siegmund was with the company 
at Chicago for three years in super- 
visory work. Under his direction, the 
Los Angeles agency rose from last to 
19th place among all company agen- 
cies. He is a navy veteran. 





Pension Group Meets Feb. 4 


NEW YORK—tThe American Pen- 
sion Conference will hold a dinner 
meeting Feb. 4 at the Vanderbilt hotel. 
Subjects to be discussed are require- 
ments that employes have the unre- 
stricted right to name beneficiaries of 
death benefits; widows’ pensions, in- 
dividual and group permanent life in- 
surance policies under profit-sharing 
plans; and profit sharing distributions 
during employment. The speaker will 
be Isidore Goodman, technical adviser 
to the pension trust branch of the in- 
ternal revenue service. 

S. N. Ain has been elected chairman 
of the conference’s steering committee, 
other members being A. W. Brown, 
M. H. Alvord, E. H. Schlaudt, Arthur 
Meuche, F. T. Burrows, treasurer, and 
F. P. Sloat, secretary. 


Claim Group Names 
Committee Chairmen 


International Claim Assn. has named 
the following committee chairmen for 
the current year: 

Group, George W. Lane, Jr., Met- 
tropolitan; personal A&H, Howard Le 
Clair, Mutual Benefit H&A; life, Dan- 
iel A. McCabe, Prudential; lay ad- 
justers, Harlan S. Don Carlos, Trav- 
elers; public relations, Francis X. 
Reilly, Guardian Life; service claims 
liaison, Godfrey M. Day, Connecticut 
General. 

Also, program, W. Franklyn White, 
Mutual Benefit Life; entertainment, 
Wallace Wessels, Phoenix Mutual; 
transportation, John E. Steudel, Aid 
Association for Lutherans; hotel ac- 
commodations, J. M. Williams, Colum- 
bian National; auditing, Turner O. 
Houston, Peninsular Life; law, H. A. 
Davis, Occidental Life. 


CLU’s Hear Glasser 


Central Illinois CLU chapter held 
its mid year meeting at Peoria. Joshua 
B. Glasser, general agent for Conti- 
nental Assurance at Chicago, spoke on 
“Opportunities for Group and Pension 
Business”, the same talk he delivered 
at the 1953 meeting of the Million 
Dollar Round Table. A round table 
discussion followed his address. 


Three Swett & Crawford Meets 

The life department of Swett & 
Crawford of San Francisco, Union Mu- 
tual Life general agency for California, 
Washington and Oregon, staged meet- 
ings for brokers at San Francisco, Los 
Angeles and Seattle to introduce a new 
non-can A&H policy. Speakers includ- 
ed Charles H. Biesel, San Francisco 
manager; Alfred W. Perkins, vice- 
president at the home office, and Leslie 
P. Schultz, western director of agencies 
at Los Angeles. 











e Will H. Froelich, president of Mil- 
waukee Assn. of Life Underwriters, 
and Dale B. Potts, president of Mil- 
waukee A&H Assn., both with Occi- 
dental Life, addressed a dinner meeting 
of Milwaukee Sales Executives Club. 
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= the past year, we of The Maccabees have reflected on 


DETROIT, 


the 75 years which have elapsed since the founding of our society. Our 
vision, however, has not been directed entirely on the past. In fact, the 
greatest emphasis has been placed on plans for the future. 


Positive steps have been taken to assure continued growth for our society, 
increased service to our members and solid support for our representatives. 


During this anniversary year we have introduced a new technique in 
insurance selling featuring “packaged programs.” We offer insurance plans 
designed to fit primary needs and “package” them with effective sales aids 
and sound prospecting systems. These new methods have met with marked 
success during our Anniversary Sales Campaign just concluded. 


We look to the future confident that we will continue to keep pace 
with the growth of America. 


THE MACCABEES 


MICHIGAN 





16 


HteNATIONAL UNDERWRITER 





January 29, 19% janua! 





the local BBB, reported that about 70% 
of all inquiries could be handled over 
the phone. Approximately 30%, how- 
ever, require some investigation of 
policy provisions and circamstances of 
the disputed claim. 

This 30% of the inquiries will be 
turned over to the committee, which 
will report its findings to Bayt, who 
will take whatever action the bureau 
deems advisable. 

“While the committee itself will be 
purely advisory,” Mr. Jones declared, 
“it will serve to lighten the load on 
bureau and will remove any feeling 
on the part of insurance men that the 
business is being ‘attacked’ by an out- 
side source and assure them that ac- 
tions of the bureau are based on sound 
and friendly advice. Finally, we feel 
that the very existence of such a com- 
mittee will be evidence to the public 
that any sharp practices revealed are 
not typical of the business and are 
frowned upon by it.” 

Mr. Bayt’s figures showed that a call 
to the bureau about insurance rose 
from 874 in 1952 to 1208 in 1953. Of the 
calls in 1953, 373 were on casualty and 
surety lines, 277 on life, and 539 on 
A&H. (These break-down figures were 
through Dec. 9; whereas the total fig- 
ures above were for the full year.) Calls 
in 1952 were 138 on life, 266 on cas- 
ualty and surety, and 470 on A&H. Of 
the 539 A&H calls in 1953, only 17 
turned out to be valid complaints. 

The 17 “valid complaints,” according 
to the bureau, involved just three com- 
panies. Mr. Bayt further reported that 
many of the calls were to check on the 
reliability of the report concerning the 
flood of new companies entering the 
business in Indiana in 1953. 

Others at the planning session were 


Indianapolis Men Form 
BBB Insurance Arm 


Indianapolis insurance men moved 
quickly when the local Better Business 
Bureau reported that it was being 
swamped under a rising tide of inquir- 
ies about insurance which, in 1953, shot 
the insurance business to second place 
in inquiries to the bureau. 

In action sparked by Claude Jones, 
general agent for Connecticut Mutual 
Life and NALU trustee, a group of in- 
dustry men met with the manager of 
the Indianapolis BBB in a two-hour 
planning session after the two local 
Sunday papers had given the Bureau’s 
statistics on number of inquiries two 
and three column heads. 

As a result of the meeting Indiana- 
polis Life Underwriters Assn., Indiana 
Assn. of A&H Underwriters, and In- 
dianapolis Board of Fire & Casualty 
Underwriters were asked to appoint 
members to an advisory committee to 
aid the bureau. 

First function of the committee will 
be to make a survey of inquiries to 
the bureau and the Indiana department 
to determine the percentage of com- 
plaints to total claims. This move was 
recommended by Roy MacDonald, di- 
rector of company relations, H&A Un- 
derwriters Conference, who was at the 
meeting. 

Second function will be to give tech- 
nical assistant to the bureau. Phillip 
Bayt, former Indianapolis mayor and 
muncipal court judge and manager of 
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m per inch. Deadline 5 P. ’ - 
Fri office—175 W. Jackson Oren Pritchard, manager of Union 
Individuais pl. ads are requested to 


Central; James Bettis, general agent 
Berkshire Life; Fitzhugh Traylor, man- 
ager Equitable Society; J. E. Whitting- 
ton, general agent Monarch, and presi- 
dent of the Indiana A&H Assn.; Charles 
Ray, assistant A&H manager Hoosier 
Casualty; R. W. Osler, vice-president 
Rough Notes Co., G. L. Browning, cas- 
ualty manager Glens Falls, and H. H. 
Perry, assistant vice-president Ameri- 


in a, 
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Want to be a 
Life General Agent? 








some produc neral at i i 
pan Gy, Top move mn pn fine with can United Life. 
onl ~y RE By 
old ond wont their om? } line mutual Life Leaders Luncheon 


legal reserve com . Our men know of this 
od. Write Box vA. ‘The National Underwriter, 


St. Louis Life General Agents & 
175 W. Jackson, Chicago 4, Ill. i 


Managers Assn. has planned a life 
leaders luncheon to be held Jan. 29 at 
the Chase hotel. “Life leaders” will 
be chosen by the general agents or 
managers of their respective com- 
panies. 


Conn. SBLI Sells $2,491,050 








OPPORTUNITY FOR ACTUARY 


Progressive “actuarially minded’ midwestern 
ordinary writing company with over six hun- 
dred millions In force desires assistant great 
Prefers young man in late twenties or early 
thrities, with at least an Associateship in Society 
of Actuaries. Please write in detail to Box W-33, 
The National Underwriter Co., 175 W. Jackson 





Berkshire General Agents 
Hold Four-Day Meeting: 
Hear Record Drive Score 


Berkshire Life held a four-day con- 
ference at Pittsfield, Mass., for 46 gen- 
eral agents and supervisors at which 
it was announced that the annual “roll- 
call’ campaign had produced a record 
$7,054,781 from Jan. 4 through Jan. 15. 
This included 1,004 life applications, 
and 256 A&H applications, submitted 
by 270 agents. Twenty of the com- 
pany’s 35 agencies reported that all of 
their agents answered the “roll call’ 
with new business. 

The Boireau agency at Boston led in 
life production with $1,631,355 on 161 
applications. McCombs-Tooker at 
Washington was second with $960,168. 
The O’Brien agency at Albany led in 
paid yearly A&H premiums amount- 
ing to $6,354 on 74 applications. 

James E. Bettis, Indianapolis, was 
elected president of the Berkshire Gen- 
eral Agents Assn. Frank T. Limont, 
Pittsfield, Mass., was elected vice-pres- 
ident; W. R. Tooker, Washington, 
secretary-treasurer, and J. W. Fox, 
Jersey City, and J. B. O’Brien, Albany, 
members of the executive committee. 

H. S. Hart, agency vice-president, 
presented the annual awards for the 
most meritorious service during 1953 
to Andrew Kakoyannis, Miami; Hilli- 
ard N. Rentner, New York City, an 
Basil R. Weston, Rochester, N.Y. R. 
Maxwell Stevenson, Pittsburgh, re- 
ceived the S. S. Wolfson award for the 
most outstanding performance in the 
1953 “Berkshire Boosters” campaign. 
Frank T. Limont, Pittsfield, and S. S. 
Wolfson, New York City, were cited 
by Mr. Hart as directors of two of the 
—< ces production campaigns 
of 1 : 





Winners in Group Contest 


Clair A. Thomas, Jr., won the “na- 
tional head man” plaque for top stand- 
ing in the Equitable Society group in- 
surance contest, while the Woody 
agency of Harrisburg, Pa., of which 
Mr. Thomas is a member, won the “na- 
tional head agency”’ plaque in the same 
contest. 





Top Award to Merstelder 


Kansas City Life’s agency building 
award for 1953 was presented to the 
L. C. Mersfelder agency at Oklahoma 
City in a special ceremony there by 
President W. E. Bixby. The agency’s 
production of $13,293,927 was a 28% 
increase and the largest volume of all 
agencies outside the company’s home 
office territory. 





Green Light for Benefit Assn. 


Commissioner Sheehan of Minnesota 
has found, after am examination de- 
manded by a member of Minnesota 
Benefit Assn., that there is nothing ir- 


Blvd., Chicago 4, Ill. 








UNDERWRITER 


An excellent opportunity for a capable man 
in a rapidly growing young company. Must 
be able to supervise both underwriting and 
claims departments. Write to Colorado In- 
surance Group, c/o Home Office in beauti- 
ful Boulder, Colorado. 








UNDERWRITING OPPORTUNITY 


if you have had at east two years underwriting 
experience and woul like to become the top 
underwriting official of a rapidly expanding 
Mid-South company mite to Box W-41, The Na- 
tional Underwriter Co. 175 W. Jackson Blvd., 
Chicago 4, Ill. Give ful details of education 
and experience. 








ACTUARY-COMPTROLLER 


For small, supeading Midwet life & accident 
company. Must be able to sufervise home office 
operation. Success will meat. opportunity to 
_ grow with company and acquin stock interest. 
ubmit qualifications and salary expected. Box 
W-34, The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, III. 











The Connecticut savings bank life regular in the insurance contract be- 
insurance system issued 1,740 individ- tween the association and Equitable 
ual policies for a total of $2,491,050 in Society, which writes the association’s 
1953, up 9% in volume. Insurance in group life policies. 
force at the year-end was $22,850,547, | The association member who insti- 
of which $18,180,547 was in individual gated the investigation is Mrs. Mike 
policies and the rest in group. Holm, secretary of state for Minnesota. 
Her request was relayed to Governor 
Anderson, who ordered the audit. 

The association is operated by state 





Tenn. Valley Life Changes 


Tennessee Valley Life has made sev- 
eral changes in its home office and in 


employes and Mrs. Holm’s demand 
prompted by a statement that it oper. 
ated $6,000 in the red in both 1950 


























1951, and by more than $7,000 in 1959) Exte: 
“All claims have been honored in ag, 
cordance with policy provision an 
members have received protection up. 9 
der a group-type plan for more than 3) 8" 
years,” Mr. Sheehan said. His only! The 
suggestion was that the associatiq, health 
“make provision. ..with a view towan per f¢ 
increasing membership”. He said tha jncurr 
the association’s books are all in orde ing h 
and that confusion might have arisen about 
over the “increased rates being charged) oouall 
older members because there has been bi 
an insufficient number of young peopl incom 
coming into the group”. Of: 
Members pay premiums to the as.’ ance 
sociation, which, in turn, purchases of the 
group life policies from Equitable So. by sU 
ciety. Manager T. J. Horton explaine| N 
that losses accumulated because the ° 
amount charged members has not} serv! 
equalled Equitable’s premiums. _ 
all f 
Aid Assn. for Lutherans bills 
Diffe 
Honors Top Producers shart 
Aid Association for Lutherans hon. more 
ored its three million-dollar producers Th 
for 1953 at a banquet in Appleton, low 
Wis. Carl J. Renekamp, Aurora, Ill, r 
was top producer with $1,419,250 i, "&@! 
paid-for business, followed by Clar. ¢ed 
ence S. Marten, Appleton, $1,187,020, surg 
and Harold W. Riess, Indianapolis, $1,- _ ling 
022,150. seen 
LeRoy G. Stohlman, president, an- ged 
nounced that new business paid-for by wou 
Aid Association in 1953 was $89,208, ing 
384, a gain of $12,763,332. Insurance tic 
in force now exceeds $745 million) 1 
compared with $669 million, and assets, &**é 
are more than $173 million, as against} COV! 
$159 million. low 
suré 
New Standard, Ore., Policies | 
Standard of Oregon has new special T 
ordinary and commercial ordinary life it 
policies. The first, offered in the, “VY 
amounts of $10,000 to $100,000 will be | fil 
available on a substandard basis. Pre- | ra 
miums are lower than ever before fee 
offered by the company. At age 35, as ins 
an illustration, annual premium per r 
$1,000 is $24.87, the average net pay- for 
ment over a 20-year period is $18.83 
with an average net annual cost over) P© 
the period of 23 cents. rat 
The commercial policy, also avail- al 
able on a substandard sis, will be ste 
offered in amounts of $5,000 and up te 9.7 
business and professional people and be 
farmers. wi 
Great-West Promotes Three pe 
Great-West Life has appointed W. P. th 
Latournerie manager of premium col- 11 
lections, B. Popeski actuarial assistant w 
and Norman Powell supervisor of 
branch office administration. Mr. La- he 
tournerie joined the company in 1932, , 
Mr. Popeski in 1942 and Mr. Powell in “ 
1924. W 
S| 
u 
Aetna Life Promotes Alspaugh fe 
Douglas J. Alspaugh has been named u 
assistant life advertising manager of 
Aetna Life, succeeding Charles R. ' 
Choquette, resigned. He has been in i 
sales promotion work since 1949 and 
recently was with a California life 
company. 








the field. H. Aubrey Brown has been 
named agency supervisor, R. B. Mc- 
Creary home office supervisor, Ralph 
Lewis district manager in west Ten- 
nessee and James H. Price assistant 
district manager in that territory. 


Country Life, Ill., 25 Years Old 
Country Life of Illinois is beginning 

its 25th anniversary with a concerted 

advertising program that includes 





magazine, newspaper and radio ad- 
vertising. The company has nearly 
$600 million of life insurance in force, 
making it the largest life insurer oper- 
ating solely in Illinois. 





ASSISTANT GENERAL AGENT 


* * *& *& 


Wanted For Brooklyn Life Agency 
Of Large Massachusetts Company. 
Substantial Income Assured To Right Man. 


Previous experience helpful, but not necessary. 
*_ 2 & 


Applicant Must Be Well Versed In Today's Selling Market 


** *&* & 


Phone, Mr. Kibrick, MAin 4-5765 
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Surveys Health Services, 


2 both 1950 an 

$7,000 in 19541 Extent of Insurance 
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Provision 5 (CONTINUED FROM PAGE 2) 
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, 25% obstetrics. 
The average charges for all personal 
‘pealth services is approximately $205 
family. About 1 million families 
incurred charges equalling or exceed- 
half their annual incomes and 
about 500,000 families incurred charges 
equalling or exceeding 100% of their 
’ incomes. 
Of families receiving hospital insur- 
ance benefits, 50% had 89% or more 
of their gross hospital charges covered 











Equitable So. 
ton explaing 
because the 
ers has not 
llums. 


rans 


' py surgical insurance. 

No expenditures for personal health 
service appear to be so closely corre- 
lated with income as dental service. Of 
all families, 44% incurred no dental 
pills and 4% incurred more than $195. 
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Differences among income groups are 
sharp, particularly when charges of 
more than $45 are included. 

The report suggests that families be- 
low certain incomes should have all or 
nearly all of the costs of surgery cov- 
ered. Payments made by insurance for 
surgical costs fall far short of equal- 
ling the total charges. The difference 
seems to involve more than a normal 
deductible or coinsurance feature. It 
would be very useful to know prevail- 
ing surgical insurance benefits in re- 
lation to these fees by region. To what 
extent is the low proportion of costs 
covered by surgical insurance due to 
low fee schedules established by in- 
surance in relation to prevailing sur- 
gical insurance increase the par unit 
surgical costs? 

There is a great demand for matern- 
ity benefits and they appear to have a 
firm place in health insurance con- 
tracts though many insurance people 
feel they have no logical place in an 
insurance program. 

The general hospital admission rate 
for all families was 12 per 100 persons 
per year. Those with insurance had a 
rate of 13 and those without insurance 
arate of 10. Average length of hospital 
stay for all persons hospitalized was 
9.7 days with virtually no differences 
between those with insurance and 
without insurance. 

The number of hospital days for 100 
persons per year was 100 days; for 
those without insurance the rate was 
110 per 100 persons, and for those 
without insurance the rate was 80. 

Insured rural-farm population had a 
hospital admission rate of 17 per 100 
and insured urban population 12. There 
was no difference for those not in- 
sured. There were 6 surgical proced- 
ures per 100 persons per year for all 
families, 7 for insured families, 4 for 
uninsured. 

Surgical procedures per 100 persons 
per year for all families were 6, among 
insured families 7 and uninsured 4. 

There has been a great increase in 
utilization of personal health services 
since 1940. Some of the increase is at- 
tributed to the rise of voluntary health 
insurance and greater availability of 
facilities, and some to improved eco- 
nomic conditions for most families. In- 
surance per se is followed by an in- 
crease in utilization which is the chief 
reason there is still debate as to wheth- 
er personal health services are insur- 
able or not. Fire insurance does not 
necessarily increase fires nor does life 
insurance increase the death rate, but 
health insurance does increase the util- 
ization rate of personal health services, 
since the need for health services is 
not as easily determined as the fact of 


fire or the finality of death. 

What was normal utilization 25 years 
ago is no longer normal because so 
many factors have changed—buying 
power, new medical discoveries, and 
people’s attitudes towards hospitals 
and other health services. 

Hospital admissions by income group 
indicates that not until the family in- 
come is $7,500 or over does the hos- 
pital admission rate for those not in- 
sured equal the rate for insured. In 
groups below $7,500 there is an appre- 
ciable difference between those with 
insurance, generally 25% higher for 
insured. Among families without in- 
surance there is comparatively little 
difference between income groups till 
$7,500. 

The high admission rate of 19 in the 
lowest income group among insured 
can be explained partly by the fact this 
group contains a higher proportion of 
people 65 or older. 

Surgical insurance increased the 
number of surgical procedures. Surgi- 
cal procedures per 100 persons where 
there is insurance is 7, in families 
without insurance the rate is 4. Fami- 
lies with insurance have almost the 
same amount of surgery, regardless of 
income. The same is true of uninsured. 
Insurance makes the difference. 





Stall, Todd, Reynolds in 
Pacific Mutual Changes 


Joseph J. Stall has been named as- 
sistant secretary of the group depart- 
ment of Pacific Mutual Life. Replacing 
him as Los Angeles group manager is 





Joseph J. Stall J. Frank Todd 


J. Frank Todd, formerly assistant man- 
ager. H. Eugene Reynolds is the new 
Los Angeles assistant group manager. 

Mr. Stall joined Pacific Mutual in 
1947 and opened and managed the Se- 
attle group office in 1949. He returned 
to Los Angeles as manager in 1951. 

With Pacific Mutual since 1949, Mr. 
Todd opened the company’s Washing- 
ton, D. C. group office in 1950 as man- 
ager. Recently he also has been re- 
sponsible for the company’s Philadel- 
phia group office. 

Mr. Reynolds went with the company 
in 1950 and two years later was named 
group manager at Detroit. He was 
transferred to Los Angeles in 1953. 





Peoria List Expanded 


A recent NATIONAL UNDERWRITER ar- 
ticle noted the names of a number of 
men prominent on the life insurance 
scene who sprang from Peoria. An 
important addendum to this list is W. 
Harold Bittel, who is actuary of the 
New Jersey department. 

He was born at Atlanta and was as- 
sistant actuary of the old Peoria Life. 
He left the shores of Lake Peoria in 
1934 and was with the New York ac- 
tuarial firm of Woodward, Ryan, Sharp 
& Davis until going to Trenton in 1944. 





e New York Life has moved its Eau 
Claire, Wis., branch to a more modern 
location on the second floor of the 
Professional building, 513 South Bar- 
stow street. It is managed by C. Ken- 
neth Maudsley. 





ASSOCIATIONS 


Assn. to Back Newscaster 


Indianapolis Assn. of Life Under- 
writers has contracted to sponsor Don- 
ald D. Bruce, local radio commentator, 
for 13 weeks. Mr. Bruce presents a 
weekly Sunday news review program 
over Indianapolis radio station WIRE. 





Foley N. Y. Congress Chairman 


NEW YORK—Timothy W. Foley, 
general agent State Mutual, has been 
mamed as general chairman for the 
annual all-day sales congress of the 
Assn. to be held March 11 at Hotel 
Astor. Vice-chairmen are George P. 
Shoemaker, general agent Provident 
Mutual, and Arthur L. Sullivan, gen- 
eral agent Fidelity Mutual. 


Farrell Trophy to Charleville 


At the Los Angeles Life Underwrit- 
ers Assn. luncheon opening the cele- 
bration of its 50th anniversary, the 
Will G. Farrell Trophy was awarded to 
Joseph Charleville, retired managing 
director of the association. The trophy, 
donated by Los Angeles Chamber of 
Commerce, recognizes outstanding 
service to life insurance. 


Sacramento—Frank W. Bland, Pacific Coast 
manager for the National Underwriter Co., 
talked on “‘The Job As I See It.” 


Abilene, Tex.—Hilton Painter, president of 
Texas Empire L. & A., will talk on “Building 
Prestige to Build Business” at a luncheon Feb. 
6. 


Columbus, O.—Myron I. Kelsey, district 
manager for Prudential at Cleveland, talked 
on ‘Requirements for Success in our Busi- 
ness.” 


Erie, Pa.—Enoch C. Filer, attorney, spoke on 
cooperation between the attorney and the 
agent in estate planning. 


Madison—The annual “New Year Hop-Off 
Conference” featured the showing of two mo- 
vies as well as several talks. 


Newark—Robert R. Cave of Boston, one of 
the leading newer agents of New England 
Mutual, spoke. 


Great Bend, Kan.—Clayton Mammel, Far- 
mers & Bankers Life in Wichita, addressed 
the Ceneral Kansas Association. 


Toledo—William W. Wrary, ordinary general 
agent of John Hancock Mutual at Cincinnati, 
talked on “Quo Vadis’’. 


Scottsbluff, Neb.—Nebraska Panhandle Life 
Underwriters Assn. heard .Fonda Brown local 
VA officer who spoke on veterans’ insurance. 
There was a round table discussion on the sale 
of life insurance in a falling market, presided 
over by Evangeline McAllister, program chair- 
man. 


Waukesha, Wis.—The Waukesha County As- 
sociation heard a discussion on “Agency Train- 
ing & Development” by John Topliss, assistant 
educational director of Northwestern Mutual 
Life. 


Reading, Pa.—Russel G. John, manager Phil- 
adelphia Life, York, spoke here and at West 
Branch on ‘“‘Twenty-four Hour Prospecting.” 


Benton Harbor, Mich.—The Benton Harbor- 
St. Joseph association staged a ladies’ night 
at which Mrs. Ann Liston, South Bend, Ind., 
spoke. 


Roanoke—William H. Andrews, Jr., manager 
for Jefferson Standard at Greensboro, N. C., 
and former president of National Assn. of Life 
Underwriters, was the speaker. 


Chicago—Robert C. Gilmore, Jr., president 
of the National association was the speaker 
at the Jan. 28 meeting. George Huth of Con- 
necticut Mutual was program chairman. James 
R. Lytle, personnel manager of the Chicago 
division of the Kroger company, will be the 
speaker at luncheon meeting Feb. 1. 


Long Island—Benjamin Rikelman, district 
manager Metropolitan Life in New York City, 
was the speaker. 


San Antonio—The association at its January 
meeting heart its president, C. Stanley Price 
of Equitable of New York, stress the value 
of membership in local, state and national 
associations in securing favorable legislation 
through numbers. O. P. Schnabel of Jefferson 
Standard Life, president of San Antonio Life 
Managers Club, spoke on the prestige of ap- 


pearing on a published roster of the San An- 
tonio association and on the importance of 
numbers in influencing legislation. A film, 
“A Problem of Life and a Philosophy”, was 
shown through the courtesy of D. J. Farrell, 
San Antonio general agent for Pacific Mutual 
Life. 


Scranton, Pa.—Ben L. Tabor, manager Jef- 
ferson Standard, Harrisburg, spoke on “Are 
You Planning or Wishing for a Good 1954?” 


Marshalltown, Ia.—Speaker was Harold Al- 
len, vice-president and director of sales pro- 
motion for Fidelity Life of Ilinois. 


Topeka—Myron E. Blotkey, manager at Kan- 
sas City for Prudential, addressed the first 
meeting of the year on “Protrait of a Star 
Salesman.” 


Austin—The association heard at its Janu- 
ary meeting a panel of million dollar pro- 
ducers tell of some of their methods. Intro- 
duced by Raymond C. Brumely of Southland 
Life were Huffman Baines and Jerry Bell, 
both of Southland Life; Sig H. Badt of South- 
western Life, and Walter Emmert, Jr., Austin 
combination agent of Prudential. The annual 
Tri-City sales congress of the Texas association 
will be held at Dallas, Feb. 11; at Houston, 
Feb. 12; and San Antonio, Feb. 13. 








e W. C. Bridge has been named su- 
perintendent of agencies for Texas 
Empire L. & A. of Dallas. Mr. Bridge 
has been in managerial work there. 





LEADER IN 
WORLD-WIDE LIFE 
INSURANCE and 
pioneer in employer- 
employee Group 
protection plans, the 
Sun Life of Canada 
gives unequalled 
service to the holders 
of nearly two million 
policies and Group 
certificates, from 
offices situated in 
strategic key centers 
around the globe. 





SUN LIFE 


ASSURANCE COMPANY 


OF CANADA 


e Head Office: Montreal 
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Top Finance Men Forecast 


Fair and Pleasant Year 


(CONTINUED FROM PAGE 4) 
year for the men but not as good for 
the boys.” 

There was quite an extensive ques- 
tion period following the talks of the 
four panelists. Answering a question 
about the possible need for “pump- 
priming,” Mr. Shea said that this is 
basically nothing but deficit financing 
and is the same as printing that much 
money. It is a way of spreading mon- 
ey around and it has a stimulating ef- 
fect but is inflationary because the 
value of the dollar goes down. 

Asked whether he agreed with the 
Guaranty Trust Co.’s view on the de- 
sirability of letting readjustment take 
place without government mitigation, 
Mr. Schneider said that he agreed with 
the bank that inventories must be cut, 
dead wood (i.e., inexperienced margi- 
nal business enterprises) must be cut 
out, employment must be readjusted 
and everything that is inflationary 
must be wiped out in order to make 
“full progress.” “Made work” and sim- 
ilar palliatives only delay the day of 
reckoning and the longer they delay 
it the worse the eventual smash, he 
said. 

Asked to amplify his statement 
about practically everybody being 
broke, Mr. Schneider said a lot of this 
was due to the elimination of overtime, 
with the result that workers who had 
accustomed themselves to a fairly 
lavish scale of living now find them- 
selves pinched. The average Ameri- 
can, he pointed out, is not a saver. 
This is not just among wage-earners, 
he said, quoting a recent conversation 
he had with the board chairman of an 
unidentified New York bank (not the 
Guaranty Trust Co., he explained) 
who told him, “We have 36 vice-presi- 
dents and there isn’t one of them that 
hasn’t got bank loans.” 

In answer to a question, Mr. Kramer 
said a big factor in helping the econ- 
omy will be certain relatively new 
types of business that are branching 
out tremendously. He mentioned par- 
ticularly the air-conditioning business. 
He told of a factory that is not only 
going against the layoff pattern but 
expects to hire additional workers this 
year. 

Asked about the probable level of 
the stock market in 1954 and the divi- 
dend paying capacity of corporations, 
Mr. Hendershot said that he likes the 
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secondary stocks, those in the cate- 
gory just below the blue-chip issues. 
He thinks the public has gone over- 
board on blue chip stocks and has ne- 
glected those that are not quite in that 
classification. He pointed out that 
blue-chip yields are very low while 
those on secondary stocks are still very 
high. 

One member of the audience asked 
about mutual funds, saying that these 
have been touted as being superior— 
particularly the balanced funds—to 
individual stocks and bonds as pur- 
chases. Mr. Shea agreed with this 
viewpoint where the individual hasn’t 
the time to do a good job of picking 
individual stocks. However, he pointed 
out that it is necessary also to pick 
mutual funds, as they are not all alike. 
He said mutual funds give a 
“slightly better” chance to own se- 
curities without having to select. 
Mr. Kramer pointed out that another 
question is how much money a person 
has to invest. 

In this connection, Mr. Hendershot 
pointed out that on Jan. 25 the New 
York Stock Exchange _installment- 
buying plan went into effect. He 
agreed that mutual funds are a little 
better than stocks for the small buyer 
but from a policy viewpoint he said 
that he would like to see more people 
owning directly shares in American 
industgy if they are able financially 
and temperamentally to take the risk. 

Harold Loewenheim, Home Life, ed- 
ucational vice-president of the New 
York association, introduced the speak- 
ers. 

Harold Sloane, Continental Assur- 
ance, association president, presented 
to all five of the panelists certificates 
in appreciation of their services. 





Discusses Median Fees 


Rollin W. Waterson, executive sec- 
retary of Alameda-Contra Cost Medi- 
cal Assn., talked at the Jan. 14 meet- 
ing of A&H Managers Assn. of San 
Francisco on the median fee plan, a 
working arrangement between doctor 
and patient with respect to profes- 
sional charges. 





Fox Takes Trust Post 


M. Nicholas Fox, who has been man- 
ager for Sun Life of Canada at Tol- 
edo, has joined First Wisconsin Trust 
Co., Milwaukee, as an assistant trust 
officer. 





Manning in New Post 
H. W. Barry Manning, formerly le- 
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gal assistant, has been appointed legal 
officer of Great-West Life. He joined 
the legal department after graduation 
in 1950 from University of Manitoba 
law school and was named legal as- 
sistant in 1952. He succeeds R. O. A. 
Hunter, now secretary. Mr. Manning 
served three years in the Royal Cana- 
dian naval reserve. 


Chicago CLUs to Hold 


Special Two-Day Seminar 


Chicago CLU chapter is holding a 
seminar on executive compensation 
and corporate coverages, which will 
be conducted by V. Henry Rothschild, 
II, nationally prominent tax attorney 
of New York City, the mornings of 
Feb. 2 and 3 in the Midland hotel. The 
program is for the benefit of chapter 
members and other career underwrit- 
ers who desire to add to their know- 
ledge of these specialized subjects. Al- 
so invited are members of the legal 
and accounting professions and others 
interested in these fields. 

Mr. Rothschild is co-author of 
“Compensating the Corporate Execu- 
tive” and “Pay Contracts with Key 
Men.” He was formerly vice-chairman 
and general counsel of the Salary 
Stabilization Board, and is recognized 
as an outstanding authority in this 
field. He has appeared before many 
professional groups, including the Mil- 
lion Dollar Round Table and as lect- 
urer on this subject before the Pract- 
icing Law Institute of New York. 

John O. Todd of Northwestern Mu- 
tual Life in Chicago, who worked with 
Mr. Rothschild when he appeared be- 
fore the MDRT will perform a simi- 
lar role at this seminar. He will sum- 
marize the sales aspects and moderate 
a question and answer period at each 
morning’s session. 








International A. & H. Assn. 


Committee Heads Named 


Committee chairmen for 1954 have 
been announced by Thomas E. Calla- 
han, president of International Assn. 
of A.&H. Underwriters. They are: Pub- 
lic relations, L. A. McKinnon, McKin- 
non & Mooney, Flint, Mich.; law and 
legislation, R. H. King, Associated In- 
surors, Raleigh, N. C.; education, L. C. 
Halley, Security Life & Accident, Den- 
ver; state associations, C. E. McDonald, 
International Fidelity, Dallas; public- 
ity, R. W. Osler, Rough Notes Co., In- 
dianapolis; choose the plan, E. R. Ben- 
nett, Provident L. & A., Tampa; cir- 
culating library, James Robb, Mutual 
Benefit H. & A.; associate company 
memberships, Carl A. Ernst, North 
American Life & Casualty, St. Paul; 
cooperative memberships, T. E. Calla- 
han, Time, Milwaukee; constitutional, 
Harry Trueblood, Seattle; memorials, 
Sig Bjorenson, State Auto, Moorhead, 
Minn.; speakers bureau, Roy MacDon- 
ald, H. & A. Underwriters Conference; 
Leading Producers Round Table, Har- 
ry Levine, Washington National, New- 
ark, and L. McMillon, Business 
Men’s Assurance, Abilene, Tex. 





Allen Shifted to Milwaukee 

New York Life has appointed Joseph 
W. Allen assistant manager at Mil- 
waukee. He has been with the com- 
pany at Beloit, Wis., for 7% years. 
He is a past president of Southern 
Wisconsin Assn. of Life Underwriters. 





Actuaries, Junior Examiners 


Needed in Texas Department 

Garland A. Smith, Texas life insur- 
ance commissioner and chairman of 
the Board of Insurance Commissioners, 
states that the Texas department is in 
need of two assistant actuaries and 
three junior examiners. 


A&H Men Hear MacDonald 

Roy A. MacDonald, director of com- 
pany relations, H&A Underwriters 
Conference, addressed Indiana Assn. of 
A&H Underwriters at Indianapolis on 
sales presentation. 
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New Committee for 
Agent Training Fund 
at American College 


A special committee to function in} 
the interest of the cooperative fund fo, | 
underwriter training has been created | 
at the American College. This is the | 
fund set up initially by LIAMA ip 
1937 to assist candidates sitting for 
CLU examinations. Each of the ap. 
proximately 200 companies partici. 
pating in the fund contributes. 

The new committee consists of: 

Chairman, Paul F. Clark, John Han. 
cock; vice-chairman, Morton Boyd, 
Commonwealth Life; secretary, Ear] 





R. Trangmar, Metropolitan Life; Asa | 


V. Call, Pacific Mutual; Dudley Dow- 
ell, New York Life; Peter M. Fraser, 
Connecticut Mutual; William T. Grant, 
Business Men’s Assurance; Stephen J, 
Hay, Great National Life; Grant L, 


Hill, Northwestern Mutual; Frederick 


W. Hubbell, Equitable of Iowa; Roger 
Hull, Mutual Life. 

Also, Laurence F. Lee, Occidental 
Life; M. Albert Linton, Provident Mu- 


tual; A. J. McAndless, Lincoln Nation- | 


al; E. M. McConney, Bankers Life; 
Ray D. Murphy, Equitable Society; 
Clarence J. Myers, New York Life; Ce- 
cil J. North, Metropolitan Life; H. 
Bruce Palmer, Mutual Benefit, Harold 
M. Stewart, Prudential; Harold W. 
Gardiner, chairman education and 
training committee of LIAMA; David 
McCahan, president of the American 
College; and Richard E. Pille, president 
of LIAMA, the last three ex-officio. 


A special finance committee was 
named by trustees of the college a 
year ago to conduct a comprehensive 
survey of the operations of the college. 
Mr. Stewart was chairman. As a result 
of its studies, the committee advised 
that additional revenues should be 
provided for the necessary work of the 
college, and recommended the basis 
of subscriptions to the fund be in- 
creased from 50 cents per $1 million 
of ordinary in force (less certain ex- 
emptions) to 75 cents and that ex- 
amination fees for each CLU part be 
increased from $30 to $50—the fees 
not to be effective until 1955 exam- 
inations. 

The new committee for the cooper- 
ative fund will function as liaison be- 
tween the college and the business, 
and carry on and expand upon the ex- 
tensive work of prior committees for 
the fund. 


Pan-American Life’s Top 
Club Boosts 150 Agents 


The Dynamo Club, Pan-American 
Life’s top production club, has 150 
members for the current year. Presi- 
dent is F. J. Selman, New Orleans, 
whose 1953 production exceeded $1,- 
516,000. The vice-president is P. L. 
McKenzie, general agent at Alexand- 
ria, La., and secretary is E. D. Ziegler, 
general agent at Florence, S. C., both 
of whom had 1953 paid-for production 
of more than $1 million. 

Members of the company’s 101 club 
produced more than $45.5 million in 
paid for business last year. The aver- 
age production for the first 10 mem- 
bers was $1,040,553. 





Lafayette General Agents Meet 
Lafayette Life held a two-day meet- 
ing for its general agents devoted to 
new plans and underwriting changes, 
including an increase in non-medical 
limits from $5,000 to $10,000. A new di- 
rect mail service also was introduced. 





e San Antonio Life Managers Club 
honored its past presidents at a dinner 
meeting. 
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Commissioners, Business 
Share Public Interest 
Responsibility: Johnson 
Insurance supervisory authorities 
and insurance company managements 


' have a mutual interest in seeing that 


- This is the! the life insurance business is conduct- 


ed at all times in the public interest, 
Holgar J. Johnson, president of the 
Institute of Life Insurance, said at the 
Insurance Society of Massachusetts 
testimonial dinner given for the retir- 
ing insurance commissioner, Edmund 
S, Cogswell, and his successor, Joseph 
A. Humphreys. 

Citing five basic elements in build- 
ing and holding public approval for 
the insurance business, Mr. Johnson 
said that they apply to all branches of 
the insurance business. 

“To the public, each branch of the 
business is part and parcel of the in- 
surance business as a whole,” he said. 
“Fach of us has certain interests that 
involve our own phase of the business, 
but there are many areas where we 
can and do join together for the com- 
mon good of the public and our own 
business.” 

J e e 

The five public relations elements 
listed by the Institute head were: 

“1, The agent’s performance creates 
public confidence or approval. He does 
this by demonstrating his knowledge 
of the business, his understanding of 
and ability to present his company’s 
objectives and its policy of service. To 
the extent that he is successful, he 
gives proof of the fact that he has the 
customer’s interest at heart as well as 
his own and his company’s interest. 
The agent deals with the public as 
individuals, but it is the consensus of 
these individuals which determines 
public approval. 

e e _ 

“2. A second element is the com- 
pany’s performance in dealing with 
the public throughout the life of the 
contract—either directly or through 
the agent. We are in the business of 
insuring risks. Naturally, we are en- 
titled to have the facts upon which to 
appraise a particular risk and an ade- 
quate premium for insuring it. It is 
important, however, that in getting at 
the facts we recognize that we are 
dealing with people, not just applica- 
tions. It is also important that we 
make clear to people that the premi- 
ums we ask are reasonabie in relation 
to the services we perform. Beyond 
this, the public has the right to expect 
that we will honor their just claims 
promptly and fairly. But the spirit in 
which these settlements are made, the 
tact and courtesy with which they are 
handled, are important factors in the 
creation of goodwill. 

“3. Because of the widespread social 
and economic impacts of our business 
and because the American people de- 
pend so much on our institution for 
the insurance of their financial risks, 
our business has a broader trustee 
type of responsibility than is generally 
found in other types of business. This 
trustee relationship is implicit in our 
relations with those who have entrust- 
ed their funds and their security to 
our care. Beyond that, as to life insur- 
ance, the trustee relationship is im- 
plicit in the way we invest our policy- 
holders’ funds. It is not enough that 
we conserve these funds and keep 
them profitably employed; we must 
also consider how we can help advance 
the interests of the social and economic 
well being of the people. Through 
management’s recognition and con- 
Sclous application of this trustee re- 
sponsibility in all phases of our busi- 
ness, we have the opportunity to dem- 
onstrate to the public that our business 
is truly operated in the public interest. 
_ “4, Because our business is so dom- 
Inantly related to the public interest, 
the supervisory function as exercised 
by the states can be a most important 
element in building and holding public 
approval. The purpose of state super- 
vision is to protect the public interest 
and this can best be served by sound, 
well managed companies and qualified 


LIAMA Issues Report on 
Ordinary Written by 
Combination Agents 
HARTFORD— Attempts to improve 
persistency of policies should be con- 
centrated in the early months, 
LIAMA’s study of ordinary insurance 
sold by combination agents indicates. 
The study showed that of policies laps- 
ing in their first two years, nearly 
60% were in force not more than six 
months and that 80% lapsed before 
any of the second year’s premium was 
paid. As with policies sold by ordi- 
nary agents, persistency was found to 
be consistently better for the higher 
income groups. In all income groups, 
policies having less frequent modes of 
payment have higher persistency. 


agents. This does not imply that the 
supervisory authority should in any 
way lessen or attempt to relieve man- 
agement from its responsibility. Rather 
it means carrying out its function so 
as to strengthen management and its 
performance in the public interest. 

“5. In the atmosphere in which mod- 
ern business operates, it is not enough 
to assume that the public understands 
all these things, true as they may be. 
It requires constant effort on the part 
of management and all the segments 
of the business to see that the public 
is informed of how well the business 
carries out its function in the public 
interest.” 


A. J]. McAndless Dies; 


Lincoln Nat'l President 
(CONTINUED FROM PAGE 1) 
LIA income tax committee, of which 
he was a member at the time of his 
death, Mr. McAndless was known from 
one end of the insurance business to 
the other for his reinsurance activities. 
He was energetic, realistic and aggres- 
sive in promoting the Lincoln Nation- 
al’s reinsurance service among all sizes 
of companies and fraternal societies. 
He had confidence in his own judg- 
ment, even during periods when some 
companies were curtailing their rein- 
surance business, and his confidence 
paid off. 

Mr. McAndless was regarded not on- 
ly as an able actuary but as an astute 
business man, gifted with keen fore- 
sight. He was president of Lincoln Na- 
tional during its period of greatest ex- 
pansion. The company’s rank in insur- 
ance in force was 18th at the beginning 
of 1939, the year Mr. McAndless be- 
came president, and was ninth at the 
beginning of 1953, the latest date for 
which this figure is available. 

The cause of Mr. McAndless’ death 
did not come as a surprise to his friends 
who recalled that some years ago he 
had suffered a heart attack at a con- 
vention of Union Mutual Life. 








B.M.A. Names Managers 
in La., Mich. and Cal. 


Two branch managers and two dis- 
trict managers have been named by 
Business Men’s Assurance in Louisi- 





Robert E. Cook T. J. Tomlison 
ana, Michigan and California. T. J. 
Tomlison and Robert E. Cook have 
been named managers at Shreveport 
and Detroit respectively, and R 
Meek and Berl Hewitt are new dis- 
trict managers respectively at Grand 
Rapids and Oakland, Cal. 

Mr. Tomlison joined the B.M.A. at 
Dallas in 1925, was appointed district 
supervisor there in 1936 and in 1946 
went to Shreveport as district manag- 
er. Mr. Cook, in the business since 
1943, has been district manager at De- 
troit for B.M.A. since 1953. 

Mr. Meek went with the company in 





Mutual Life Ups Scale: 


‘54 Dividends $28,116,000 


NEW YORK—Mutual Life has ap- 
proved a higher dividend scale for 
1954, under which $28,116,000 will be 
paid out. This is $5 million more than 
last year. Most of this increase is due 
to the higher scale, which was adopted 
in a preliminary action in November 
and confirmed this week for the entire 
year. 

Nearly all policyholders will receive 
larger dividends this year, the biggest 
increases going to policies longest in 
force. The company also approved pay- 
ment in 1954 of a first dividend on 
A&H policies issued in 1952. It will be 
5% of the annual premium. Mutual is 
increasing the interest factor in settle- 
ment options, except the interest op- 
tion, from 2.9% to 3%. The rate will 
continue to be 2.75 on the interest op- 
tion, or the guaranteed rate if higher. 


Reed Joins West Coast 


West Coast Life has appointed Rob- 
ert W. Reed, Jr., field assistant for 
- southern Califor- 

* nia, with head- 
at Los 





R. E. Meek 


Berl Hewitt 


quarters at-~- Appleton. Mr. 


$1 million. 





* 


Mary Flanagan “Points” Editor 


been assistant su- 
perintendent of 
agencies for the 
midwest division 
of United States 
Life at Chicago. 
Before that he was 
vice-president and 
director of agen- 
cies for Constitu- 
tion Life. He en- 
tered the business 
with the latter company in 1949. He 
is a navy veteran. 


paper in New Jersey. 








Hearing Set on Company Change 
R. W.. Reed, Jr. 


1949 and in 1951 was appointed dis- 
trict supervisor in the Fox River Val- 
ley territory of Wisconsin, with head- 
Hewitt 
started in the business with B.M.A. in 
January of last year, and in the pre- 
ceding 12 months produced more than 


Mary Flanagan has been named 
editor of Points, monthly field publi- 
cation of Mutual Life. She joined Mu- 
tual as an editorial assistant in 1951 
and has been assistant editor since 
1952. She is a former editor of the 
East Orange Record, a weekly news- 


Commissioner Gold of North Caro- 
lina will hold a public hearing on 
plans of State Hospital Assn., Inc., of 
Tarboro to convert from a hospital- 


medical service corporation inte a 
stock A & H company. 

_ He also will hear evidence concern- 
ing charges of mismanagement leveled 
against association officers by Mrs. 
Barbara P. House of Rocky Mount, 
widow of the company founder and 
a former president. Mrs. House re- 
cently lost a proxy battle in an effort 
to regain control of the association. 





Hogg Joins Equitable as 


Senior Vice-President 
(CONTINUED FROM PAGE 1) 

war, he engaged in law practice in 
West Virginia from 1916 to 1935. Since 
early in his career, Mr. Hogg has con- 
tinued an active participation in public 
affairs. While in the state senate he 
was chairman of the committee on tax- 
ation and finance. In 1930 he was 
elected to fill an unexpired term in the 
71st Congress and for the full term in 
the 72nd Congress, serving until March 
4, 1933. He was active in drafting im- 
portant national legislation in those 
years, including the original Lindberg 
Act. 


St. Louis Assn. Hears 
Talks; Makes Changes 


“Ideas That Produced a Million for 
Me in 1953,” was the theme of talks 
by three “millionaires” at a luncheon 
meeting of the Life Underwriters 
Assn. of St. Louis. Program stars 
were John E. Percival, Jr., special 
agent, Penn Mutual Life, and James 
J. Roberts, agent, General American 
Life, both of whom made the Million 
Dollar Round Table for the first time 
in 1953, and also William King, gen- 
eral agent, Fidelity Mutual Life, who 
paid for in excess of a million dollars 
in both 1952 and 1953. Mr. King is a 
past president of the St. Louis associ- 
ation, the CLU chapter, General 
Agents and Managers Assn. and the 
Missouri State Assn. of Life Under- 
writers. 

Miss Mildred Topping, who served 
as executive secretary of the St. Louis 
association while employed by Gen- 
eral American Life, has resigned from 
both positions to accept a position with 
the U. S. Government in Washington, 
D. C. Miss Kathleen Earickson, cashier 
with Occidental Life of California, is 
the association’s new executive secre- 
tary. 

Robert E. Davis, general agent in 
St. Louis for Equitable Life of Iowa 
was elected to the association board 
to fill the unexpired term of Doug 
Macdonald who moved to Tulsa. 





Blowers Franklin Life 
N. E. Ohio Sales Director 


William G. Blowers, general agent 
for Franklin Life 
at Johnstown, Pa., 
has been promoted 
to regional sales 
director in north- 
eastern Ohio. 

Mr. Blowers 
joined the compa- 
ny at Pittsburgh in 
1950 and the fol- 
lowing year 
opened the Johns- 
town office as 
general agent. He 
now will have 
headquarters at 
Cleveland. 





William G. Blowers 





e The Findlay agency of Jefferson 
Standard Life at Austin, Tex. has 
moved to larger quarters at 1014 
Brazos street. 





e Joseph W. Stretch, Jr., has been 
named _ assistant vice-president in 
charge of the life, group and pension 
department of Cosgrove & Co. of San 
Francisco. 
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F. L. Conklin Chairman, 
H. A. Jones President 
of Provident Life, N. D. 


Henry A. Jones, who has been vice- 
president of Provident Life of North 
Dakota since 1942, has been elected 
president to succeed Fred L. Conklin 
who becomes chairman. R. W. Edick 
has been named vice-president and 
secretary. He has been secretary. 

The company, which during the past 
year became licensed in California and 
Wyoming bringing to seven the num- 
ber of states in which it operates, is 
constructing a new home office build- 
ing. 





List Main Speakers for 
Saratoga Springs Meet 
of 'N. Y. State Managers 


The principal speakers at the annual 
managerial conference of the New 
York State Assn. of Life Underwrite -°. 
to be held at Saratoga Springs, teb 
19-20, will be John Fistere, sales de- 
velopment manager of Fortune Maga- 
zine; Dr. Christian C. Luhnow of 
Trusts & Estates Magazine; Dr. Living- 
ston W. Houston of Rensselaer Poly- 
technic Institute; Byron ™.. ELliiott, 
executive vice-president of John Han- 
cock and Vincent B. “~ <in, senior 
vice-president of Conrecucut Mutual. 
Mr. Coffin will sum up tae various 
talks at the close of the session. 

An innovation will be tried this year 
in the form of an “organized bull ses- 
sion”, with discussions led by Holgar 
Johnson, president of the Institute ot 
Life Insurance; Charles J. Zimmerman, 
managing director of LIAMA; Ralph 
G. Engelsman, life insurance sales con- 
sultant, New York City, an? 7. Fred- 
erick Benedict, New York revional di- 
rector of the Federal S_..a.11 Business 
Bureau. 

Paul H. Conway, John Hancock, 
Syracuse, is chairman. Cooperating 
with him on the program are L. V. 
Drury, Sun of Canada, Philadelphia, 
area chairman for the general agents 
and managers conference of National 
Assn. of Life Underwriters, and Lawr- 
ence W. Jackson, executive assistant 
of GAMC. Requests for reservations 
should go to Spencer L. McCarty, ex- 
ecutive secretary of New York State 
association, 75 State street, Albany, or 
Mr. Jackson at 11 West 42nd street, 
New York City. 


Ohio Assn. Winds Up 


Five City Sales Caravan 


The sales caravan of Ohio Assn. of 
Life Underwriters is winding up an 
itinerary which embraced five cities. 
General theme of the caravan is “Ob- 
jections-a Very Interesting Subject 
to Discuss’’. 

Panel members and the cities in 
which they spoke are: Toledo: Gilbert 
Templeton, manager at Zanesville for 
Metropolitan, moderator; Elmer H. 
East, Massachusetts Mutual, Mansfield; 
Richard Ford, Bankers of Iowa, Lor- 
ain; and Floyd Smith, Prudential, San- 
dusky; Youngstown: Foster O’Neill, 
Mutual of New York, Youngstown, 
moderator; L. A. Spencer, Equitable 
Society, New Philadelphia; and John 
H. Moyer, Prudential, Akron; Canton: 
Barwin Farber, Ashtabula, moderater; 
Bryan Wallick, Central Life of Iowa, 
Painesville; and Earnie Jossie, John 
Hancock, East Liverpool. 

Columbus: C. Nelson Black, Phoenix 
Mutual, Springfield, moderater; John 
V. Johnson, Mutual Benefit, Hamilton; 
Leland B. Chatfield, Western & South- 
ern Life, Portsmouth; and John W. 
Hoffhines, Mutual of New York, Chil- 
licothe; and Dayton: Walter H. Ziegler, 
Lincoln National, Marion, moderater; 
Thomas H. Gillaugh, New England 
Mutual, Wooster; Reeland E. Bick, 
Prudential, Findlay, and: Robert W. 
Hinders, Metropolitan, Lima. 

The association has arranged a semi- 





nar to be held March 17-19 at Ohio 
State University with William E. Hoy- 
er, John Hancock, Columbus, in 
charge. The annual convention will 
take place at Cincinnati May 6-8. Wil- 
liam R. Wray, John Hancock, Cincin- 
nati, is convention chairman. 





Special Committee Named 
to Aid Agent Training 
Fund; Clark Is Chairman 


A special committee has been cre- 
ated to function in the interest of the 
cooperative fund for underwriter 
training and as liaison between the 
American College and the life insur- 
ance industry. The committee, which 
has as its chairman Paul F. Clark, 
president of John Hancock, will carry 
on and expand upon the extensive 
work of prior committees for the fund. 

The cooperative fund was initially 
set up by LIAMA in 1937 to assist can- 
didates taking the CLU examinations. 
Companies participating in the fund 
contribute on a pro rata basis, except 
for certain specified minimums and 
maximums, 

A special finance committee, headed 
by Harold M. Stewart, executive vice- 
president of Prudential, was named by 
the trustees of the American College a 
year ago to conduct a comprehensive 
survey of the operations of the college. 
The committee advised that additional 
revenues should be provided and rec- 
ommended that the basis of subscrip- 
tions to the fund be increased from 50 
cents per million dollars of ordinary in 
torce, less certain exemptions, to 75 
cents per million, and that examination 
fees for each CLU part be increased 
from $30 to $50—these fees not to be 
effective, however, until the examina- 
tions in 1955. 





Sun Life Makes Changes 


in Agency Department 

E. P. Higgins, superintendent of 
agencies of Sun Life of Canada, re- 
tires at the end of this month under 
the company’s pension plan and Seth 
C. H. Taylor becomes director of sales 
promotion and training, M. D. Loucks 
superintendent of agencies, eastern 
United States division, and A. A. Stan- 
ley assistant to the director of agen- 
cies. 

Mr. Higgins has been with Sun Life 
since 1925. For a time he was a man- 
ager at Toronto. He is a CLU. 

Mr. Taylor was an officer of West- 
ern Union Life when it merged with 
Sun Life in 1928. From manager at 
Cincinnati he moved to Montreal as 
assistant superintendent of agencies 
in 1937 and became superintendent the 
following year. He is a CLU. 

Mr. Loucks joined Sun Life in Mont- 
real in 1927. A year ago he was named 
associate superintendent of agencies, 
western U. S. division. He is Canadian 
air force veteran. 

Mr. Stanley has been with Sun Life 
for 30 years. He became assistant su- 
perintendent of agencies in 1947 after 
having been an assistant manager in 
Toronto. He also is a CLU. 





Fraternals to Give Blood 
Unit to Phila. Red Cross 


A bloodmobile purchased from funds 
contributed by U. S. and Canadian fra- 
ternal benefit societies will be pre- 
sented to Philadelphia Red Cross Feb. 
15. L. J. Bayley, secretary of Unity 
L.&A., will officiate at the presenta- 
tion. The bloodmobile project is an ac- 
tivity of the public relations committee 
of National Fraternal Congress. Several 
other such units already have been pre- 
sented to other cities. 





Harmelin Leads Columbian Nat') 

The Harmelin agency in New York 
City led Columbian National Life in 
1953 in life volume and over-all new 
premiums. 


—— 
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Would Require Welfare Funds to Report 


ALBANY—Sen. Wicks of Kingston, former Senate majority leader, has jp.) 
troduced a bill that would require labor unions maintaining welfare funds } 
for their members to file annual reports with the New York department Siving | 
names, addresses and salaries of officers and employes of the funds. | 


Continue A & H Debate in N.C. 


North Carolina’s public committee on A&H voted at a meeting in Raleigh to 
ask an industry committee for an elaboration on its proposals and made some 
suggestions of its own. 

Also, former Commissioner Cheek, sounding the sentiments of the public 
group, predicted legislative action in 1955 if the industry does not act before 
then to solve the problem of sudden cancellations of A&H policies. 

The public group asked the industry committee to elaborate upon its sugges. 
tion that A&H companies be required to file with the commissioner their pro- 
cedure in retiring from risks because of deterioration of health of insured, 
Would this mean a multiplicity of plans or was it intended that some standard 
procedure be adopted, the public group asked. 

The committee also proposed that each company writing term A&H be re. 
quired to show the customer, at the time of the sale, a full statement of the 
company’s right to cancel. This statement, the committee said, should be inf) 
type of at least 14 point and on a sheet separate from the policy. i 

Commissioner Gold said he would transmit the public committee’s sugges. 
tions to the industry’s committee. 


Industry Liaison Group for FTC 


WASHINGTON—To assist the federal trade commission and the A&H busi- 
ness in the FTC investigation of A&H, a special liaison advisory committee 
has been set up. Eugene M. Thore, general counsel Life Insurance Assn. of 
America, is chairman, other members being Ray Murphy, general counsel 
Assn. of Casualty & Surety Cos.; Robert L. Crichton, attorney American Life 
Convention; Ralph McNair, administrative assistant of LIA, and Alvis Layne, 
counsel Assn. of Insurance Advertisers. 

It is understood that the committee will consult with FTC staff members on 
the preparation of a circular letter to A&H companies. The FTC is reported to 
want every piece of advertising available on A&H and wants information as 
to the sequence in which the company issued the advertising. Not only adver- 
tising relating to the sale of A&H but the renewal and reinstatement of policies 


is sought by the FTC. 


Welfare Fund Agent to Workhouse 


John De Feo, co-owner of the Cardinal Agency, Inc., of New York City, was 
sentenced to 30 days in the workhouse for contempt in willfully refusing to 
answer questions before a grand jury about kick-backs and split commissions 
in connection with union welfare plans. 

Eastern Casualty, the company writing the plans, was accused by Judge 
Streit of “paying lip service” to the insurance law that requires an agency to 
submit vouchers for expenses exceeding $100. Assistant District Attornev Scotti 
brought the contempt citation because of De Feo’s refusal to tell how his agency 
spent more than $100,000 a year for “entertainment” and alleged that it con- 
spired with labor racketeers to split the commissions for handling union wel- 
fare funds. Mr. Scotti said Eastern Casualty paid Cardinal and another agency 
not only the regular commissions but also paid officers of the agencies addi- 
tional funds which he said were kick-backs—‘and we want to know who 


got them.” 
The other agency was Alcor, in which the murdered labor leader, Thomas 


Lewis, had an interest through his wife. 











Schultz Succeeds Walker Elliott Sees Bigger ‘54 


Paul H. Schultz has been elected 
secretary and general manager of Na- 
tional Masonic Provident Association, 
succeeding R. L. Walker who has re- 
tired after 44 years with the organiza- 
tion. National writes life and A. & H. 
for Masons only. 

Mr. Schultz has been with National 
Masonic since 1935, most recently as 
assistant secretary. Mr. Walker has 
been secretary and general manager 
for 21 years. 





Holding Membership Drive 


Texas Leaders Round Table of Life 
Underwriters is conducting its first 
drive for membership. To become a 
member the underwriter must be a 
full time personal producer, a member 
of the Texas association, the state lo- 
cal and national association, legal resi- 
dent of Texas and have a 70% per- 
sistency in production of $200,000 paid 
business. A statement of qualifications 
has been mailed to all companies. No 
company official is eligible for mem- 
bership. 





President William Elliott of Phila- 
delphia Life forecast 1954 as a bigger 
year for the life insurance industry 
than the record-smashing 1953 in his 
talk at the annual “bosses night” ban- 
quet of the Atlantic City Junior Cham- 
ber of Commerce. Mr. Elliott pointed 
out that despite 10 years of outstanding 
production, the relationship between 
insurance owned and average income 
is lower than in 1940. 

“In a country adding to its wealth, 
productive capacity and population at 
the great rate we are, there should be 
no doubt about the sales of life insur- 
ance,” he declared. 


Tourkow Heads Great Northern 


Frederick R. Tourkow has been 
named president of Great Northern 
of Fort Wayne, Ind., succeeding Mere- 
dith Case who will devote full time to 
agency direction and building. Mr. 
Tourkow, a Fort Wayne attorney, has 
been executive vice-president. 

The company now has completed 
sale of its first stock issue and has 
received its license to sell life insur- 
ance. 
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THE PUBLIC CONTACT 


Everyone who buys an insurance policy of any kind nearly 
always talks to an agent or broker about it before making a final 
decision. As a consequence, the opinion of the agent counts very 
heavily in every insurance transaction; more than some companies 


seem to realize. 


The agent is the point of contact with the public. The buyer 
of insurance usually refers to his insurance agent by saying “my 
insurance man” or “he handles all of my insurance matters.” In 
spite of all of the real and imagined competition, it remains a fact 
that most buyers of insurance make their purchases from an agent 
rather than from a particular company. In many instances, they 
do not know the name of the company whose policy they have 
agreed to buy until the sale has actually been made. 


The importance of “selling” the agent cannot be overempha- 
sized. A company simply must be well and favorably known to 
those who are selling most of the policies because it is the opinion 
held of a company in the insurance field that largely determines its 
success and the ease with which an agent may write business for it. 


No company should forget that the agent controls the situa- 
tion. It is for this reason that advertising to the public direct and 
not advertising to the agent through an insurance newspaper with 
the circulation and influence of The National Underwriter is put- 
ting the cart before the horse. Advertise to the agent FIRST. The 
agent has direct and daily contact with the buyers of insurance. He 
is the one through whom the sales are consummated. 


FheNATIONAL 
UNDERWRITER 


Largest Circulation of Any Weekly Insurance Newspaper 
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JOHN LIESENFELD 
Nov. 10, 1953 
Mr. Chas. E. Becker, President 
The Franklin Life Insurance Company 
Springfield, Illinois 


Dear President Becker: 


November 26, 1953 marked my seventeenth anniversary in the life insurance busi- 
ness. With the exception of the past month with the Franklin Life, all the time 
has been spent with one of the nation’s major companies. Starting as an agent, I 
was successively promoted to Assistant Manager, General Assistant Manager, and 
Manager in one of Texas’ largest cities. 


Early this year I was offered another transfer—out of Texas. Having developed a 
love for Texas and its wonderful people I resigned my position. 


At age 42, with a wife and four children, I wanted to be certain that I made no 
mistake in my next connection. As this was the biggest decision my family or I 
have ever had to make, I decided to take at least 90 days to expose myself to as 
many companies as possible, and then select. I thought that my main consideration 
should be along these lines. The company I selected should offer: (1) The best 
opportunity for financial success. In other words the company which recognizes 
the sales department as the most vital department, and coordinates all else to keep 
it such...an everyday reality. (2) Personal friendly leadership and association 
on a plane that stimulates human dignity and enthusiastic endeavor. A relationship 
whereby a man feels happy and proud to be a member of the family—not just an- 
other number. (3) A reputation of outstanding public service. (4) Products that 
people desire because they recognize a need for them, and want them. (5) Modern 
merchandise and merchandising methods superior to those generally found in the 
industry. (6) Progressive and promotional advertising for the public, the salesman 
and the company. (7) Stability and a long-standing record of sound investments, 
methods and operation. (8) Advantages of experience. The company should have 
been in business fifty years or more. 

With this yardstick as a guide I had offers from at least thirty-five companies. 
While many were attractive, I know that my selection of the Franklin fulfilled 
every qualification to an outstanding degree. I just don’t know how anyone can 
help being happy and successful with the company so justly called the friendly 
Franklin. 

Cordially, 


John Liesenfeld 





The Friendly 
TRILITN COMPANY 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Compames in America 


Over a Billion Five Hundred Million Dollars of Insurance in Force 





